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LOOKS COMPLICATED 


Electronic computer handles all of 
General Telephone Co. of Ohio's ac- 
counting department computations. 
Looking on in awe is Barbara Christ, 
keypunch operator. Jack Bosh, IBM 
customs engineer, explains. See p. 52. 
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Revenue immediately increased 51 per 
cent at this booth in Platea, Pa., when 
General Telephone replaced the old style 
unit with an Alcoa outdoor installation, 
proving that customers definitely prefer 
aluminum’s brighter, cleaner appearance. 


“REVENUE OFTEN INCREASES 50% OR MORE 
WHEN WE SWITCH TO ALCOA BOOTHS,” 


Reports T: J. Schultz, General Commercial Manager, General Telephone Company of Pennsylvania 


“Since 1955 we have purchased 177 Alcoa outdoor 
booths and every one of them has more than paid its 
way in increased revenue, lower maintenance expense 
and reduced vandalism damage,” says Mr. Schultz. 

“An example of the way booths of Alcoa Aluminum 
boost reventie is this installation in Platea, Pa. Ever 
since we switched from an old style booth to an alumi- 
num unit and moved the installation a few feet closer 
to the highway, -revenue has shown an average increase 
of 51 per cent a month. 

“Upkeep costs have also gone down since we started 
installing aluminum booths. Because they are corrosion 
resistant, occasional washing and sweeping is all that 


Maintenance costs went down for General Telephone 
of Pennsylvania when it began using outdoor booths 
of Alcoa® Aluminum. Occasional sweeping and wash- 
ing with soap and water is all that is needed to keep 
them smart and new looking. 


is needed to keep them clean and attractive. And 
vandalism, too, has been greatly reduced . . . thanks to 
the excellent lighting and sturdy construction of Alcoa 
booths.” 

Like many other companies, General Telephone of 
Pennsylvania has found Alcoa outdoor booths a sound 
investment and a sure road to an immediate increase in 
revenue. Why not find out how Alcoa booths can do the 
same for you? Write for free brochure and ask your 
jobber to show you the Alcoa Goodwill Kit—the free 
promotional package to help you merchandise the new 
booth to your customers. Aluminum Company of 
America,1720-M Alcoa Building, Pittsburgh 19, Pa. 


“People like the lighting in Alcoa booths,” says Mr. Schultz. 
“Excellent lighting and sturdy construction give a feeling of 
safety at night!” 


Your Guide to the Best in Aluminum Value 


ALUMINUM 


ALUMINUM COMPANY OF AmenICA 


For exciting drama watch “Alcoa Presents” every Tuesday, ABC-TV, and the Emmy 
Award winning “Alcoa Theatre” alternate Mondays, NBC-TV 
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FLASHES 
AND PLUGS 


HISTORIC RESCUE VIA TELEPHONE. How the telephone 
helped to preserve an automotive invention is an interesting story. 

One night when the late inventor Charles F. Kettering was in a 
hotel room, unable to sleep, he arose, and worked out in his 
mind the answer to a complicated transmission problem. This he 
sketched with soap on a mirror. 

But soap, boon to humanity that it is, is perishable, and almost 
certain to attract the attention of hotel maids, Therefore, Kettering 
called Detroit by long-distance telephone to secure a photographer 
and capture the sketch as a permanent record. Doubtless, the un- 
known story of how the soap-sketched mirror was guarded till 
arrival of the photographer would make good reading, too. 


SHADE OF IL DUCE! Travelers in «a Verona, Italy railroad 
station were startled recently when they heard the voice of Musso- 
lini coming from the loudspeakers on the station platforms, reports 
the newspaper, Il Popolo, of Milan. 

Apparently alarmed by their recollections of the fiery Il Duce, 
they alerted the police, who discovered that the voice was that 
of Signor Anoardo, 4 train announcer. 

Between arrivals and departures, Anoardo amuses himself and 
his friends with imitations—of Mussolini—and he had forgotten 
to turn off the mike! 

. 


NO FINAGLING (N.F.) PLEASE. A Houston telephone sub- 
seriber told the operator she wanted to talk to S. W. Brown in 
another city. The operator got the other town on the line and asked 
for the number of S. W. Brown. 


The distant operator scanned her directory and replied “NF 
Brown.” (no telephone that is.) 


“I want S. W. Brown, not N. F. Brown,” chimed in the customer. 


Patiently, the operator explained that S. W. didn’t have a tele- 
phone so the woman asked to talk to Bertie Brown. 


Again the distant operator replied “NF Brown.” 


“Lordy me,” sighed the exasperated Houston woman. “I don’t 
know why you keep trying to push N. F. Brown off on me.” 


STRicTLY A STAG. Recently, the Deseret News, Salt Lake City, 
Utah, reported that a local woman telephoned to see if her husband 
had drawn a permit for the elk hunt. 

The information clerk searched the office records to determine 
in what district the inquirer’s husband had applied, then matter-of- 
factly asked her if it was an “either sex” hunt. 


“Oh, no,” answered the little lady. “Only the men-folk are going.” 


CHANGE OF ADDRESS 


Please notify your local postmaster and the Circulation 
Department of TELEPHONY of change of address. Change 
cannot be made without the old as well as the new address. 
Allow three weeks for change of address to become effective. 
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UTILITY PUBLIC RELATIONS PRACTICES 
By Francis X. Welch 


LOCATING TROUBLE IN SHORT SECTIONS 
OF BURIED AND UNDERGROUND CABLES 
By Louis Gollub 


T.O.P. TOPICS—Part 2 
By Winnie B. Burnett 


THE PLANT MAN'S NOTEBOOK 
By Ray Blain 


PLANNING IN SPOTLIGHT 
AT SOUTH CAROLINA MEETING 
By Dan S. Fargo 


RURAL SERVICE TOPIC AT GEORGIA MEETING 
By E. R. Britt 


WHEATSTONE BRIDGE MEASUREMENTS—Part 5 
By John A, Bracken 


THE CHRISTMAS SPIRIT 
By Mayme Workman 
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more oomph 


Like some people, some derricks have a little extra 
oomph. This derrick—Holan’s Series 6800 has it 
... especially in the lower operating ranges. 


The 6800 has extra strength because of extra lift 
cylinders—four instead of two. It lifts 2,000 pounds 
when only 5% feet from the ground . . . body-loads 
4,000 pounds. Capacity is 8,000 pounds. 


More digger comph, too 
The digger here is Holan’s 3-speed Series 5400. 
Maximum torque is 8,400 foot-pounds—tops by far 
among derrick-suspended diggers. With the power 
of the derrick and digger combined, you could bore 
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through just about anything. 


If you are in the market for power equipment with 
that extra oomph, get in touch with a Holan Field 
Representative. 


Holan Corporation, 4100 West 150th Street, Cleveland 35, Ohio 
Plants in Cleveland, Ohio; Griffin, Georgia; Phoenix, Arizona 


Subsidiary of THE OHIO BRASS COMPANY 





Merry Christmas, Everyone! 


FROM YOUR COLLINS MICROWAVE SALES ENGINEERS 


@ L. W. Proctor—Dallas 
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COLLINS 


MICROWAVE AND 
CARRIER 


COLLINS RADIO COMPANY 
TEXAS DIVISION. DALLAS, TEXAS 
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e J. Fordham-San Francisco 
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@ Burke Farquhar—New York City 


This chorus usually sings the praises of Collins 
Microwave and Carrier Equipment. They are 
the 13 sales engineers who represent Collins’ 
Texas Division to utilities, railroads, telephone 
and pipeline companies. During this holiday 
season, they extend Christmas greetings from 
the 1,750 employees of Collins’ Texas Division 
to Collins’ friends everywhere. 
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VOLUNTEER FIRE CALL 4-WIRE TERMINATING EQUIPMENT 


Operates over existing lines. 

Up to 10 men may be alerted with 

a single call. Acclaimed as the best 
way to “get the men on the scene 
faster.” Ideal for small communities 
after conversion to dial. 


Miniaturized! Saves 75% in space. 
Meets all requirements of high 
grade toll circuits. Provides fine and 
coarse attenuation adjustments... 
nearly constant impedance across 
voice frequency band...unaffected 
voice circuit balance when signalling 
trunk circuits are operated. 


Regional Offices and Warehouses: CALIFORNIA: 23 Broderick Road, Burlingame, Calif., OXford 7-5780. GEORGIA: 1594 Southland Circle, N.W., Atlanta 1§ 
NEW YORK: 327 North West Street, Syracuse, N. Y., HArrison 2-9251. 





Kellogg-designed products like these will help make your present 
equipment go farther...streamline your operations... permit you to 
offer better and more varied service to your subscribers...and wind 
up the year with more profit! 

Serving independent telephony for more than 60 years, knowing 
your operational needs, and backed by the world-wide research facili- 
ties and experience of International Telephone and Telegraph Cor- 
poration, Kellogg continually searches for ways and means to help 
you offer better service, increase your profits. 

Whatever your requirements: basic equipment, famous brand sup- 
plies, profit-producing specialties, experienced counsel...call your 
Kellogg representative. Let him show you what Kellogg can do. 


your profits with products like these! 
KELLOGG 


CHICAGO, /LLINO/S 


Kellogg Switchboard and Supply Company, 6650 South Cicero Avenue, 
Chicago 38, Ill. Communications division of 
international Telephone and Telegraph Corporation. 


TRANSISTOR RINGING GENERATOR 


Trouble-free transistors mean 
LOUD RINGING BELL minimum maintenance. All 
Commands attention anywhere! components are plug-in, no moving 
Ideal for noisy locations : factories, parts or contacts to adjust or clean. 
depots, school yards, construction Serves any size office. Choice of any 
sites, etc. Compatible with all combination of five or less fre- 
circuits...weatherproof... quencies ; each separately mounted. 
simple to install. 


Ga., SYcamore 4-2441. WLINOIS: 4600 So. Tripp Ave., Chicago 32, Illinois, CLiffside 4-4300. MANSAS: 7th & Sunshine Road, Kansas City 15, Kansas, MAyfair 1-4418, 
TEXAS: 1515 Turtle Creek Bivd., Dallas 7, Texas, Riverside 7-5191. EXPORT: 4600 So. Tripp Ave., Chicago 32, Mlinoja, CLAffside 4-4800. 





Lenkurt mobile telephone systems open up a new 
source of revenue with only a small initial invest- 
ment. Base station equipment can be provided that 
meets your immediate needs only, yet can be 
expanded easily and economically as your service 
grows. And, of course, you buy subscriber units 
only as you need them. 

Important economies are made possible because 
Lenkurt Mobiltel systems are engineered by tele- 
phone people for telephone people . . . ‘from dash- 
board to switchboard.” No additional engineering 
source is needed to provide a completely integrated 
system. 


Lenkurt Mobiltel Manual is operator controlled, 


Pre-engineered, pre-packaged, complete 
... ready to grow” in your territory 


and is fully compatible with Bell System service. 
Mobiltel Automatic, for local area service, is the 
economical system for dial exchanges where oper- 
ators are not available. “Compatible Channel” fea- 
ture provides fully-roving service into manual 
mobile service areas. 


Complete Mobiltel “packages” can. be furnished 
in common-carrier frequencies and various power 
outputs, to meet specific requirements of large or 
small communities. Available on an “Engineer, 
Furnish and Install” basis, if you wish. For spe- 
cifics, ask your Automatic Electric representative 
for Circular 901-P4, or fill in and mail coupon 
today. 
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p-enkurt has it now... 


* MANUAL 
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oemhuciz Automatic Electric Sales Corporation, 

datate| Northlake, Illinois 
Attention: Mr. T. B. Collins, Director, Carrier & Radio Sales 
Please send literature on: 


(0 Lenkurt “Mobiltel” (0 Lenkurt Carrier 
Mobile Telephone Equipment 


(0 Lenkurt “Microtel” () Lenkurt “Datatel” 
Microwave Equipment Telegraph Equipment 


(0 Lenkurt Supervisory & Control Equipment 
ALL YOUR 
COMMUNICATIONS NEEDS 
FROM ONE 

DEPENDABLE SOURCE 


Name___ 





Title__ 





Company___ 





Address___ 





City = Zone State. 
dn Canada: Automatic Electric Sales (Canada) Ltd., 185 Bartley Dr., Toronto 16, Ont. 


AUTOMATIC ELECTRIC 


Subsidiary of 
GENERAL TELEPHONE & ELECTRONICS Sa) 
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In emergencies, 
Graybar, too, 
is always ready to help 


Emergencies come in many sizes, not all so easily ‘handled as this. Wind, 
flood and ice can wreak havoc on your lines, with little or no warning, as all 
in the industry know. When an emergency arises in your area, whether day 
or night, you can always count on Graybar for the vital, extra help you want. 

Call us, also, whenever a need arises for technical assistance. Graybar 
is staffed for the job. 

And we are equipped to meet virtually any request for supplies and 
materials. Graybar offers a wide range of quality lines made by leading 
manufacturers. 

For prompt action, call your nearby Graybar office. 








Graybar is your number one source for service... 


a technical assistance...quality equipment...prompt delivery. 
i. 
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ELECTRIC COMPANY, INC. 


420 LEXINGTON AVENUE, NEW YORK 17, N. Y. © OFFICES IN OVER 130 PRINCIPAL CITIES 
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Directories 
show more profit 


when our Revenue Men” 
take over 


UR DIRECTORY “Revenue Men”—working from 
$2 strategically located sales offices— 
providing the Independent Telephone Industry 
with a flexible and highly skilled telephone 
directory organization, are equipped to render 
a Complete and Quality Directory Service. 


These specialists, through the use of up-to-the- 
minute knowledge of the market—proper sales 
training—imagination—ideas—leadership— 

and hard work, produce results which more than 
measure up to accepted directory revenue standards. 


Yes, the “Yellow Pages” revenues in the 
more than 800 directories we now produce 
for large and small Independent Telephone 
Companies prove the statement : 
“DIRECTORIES SHOW MORE PROFIT 
WHEN OUR ‘REVENUE MEN’ TAKE OVER.” 


Write or phone our office nearest you for 
our Complete Directory Service Plan. 


TTNENT sTa*e 


Find It Fast 
In The 
Yellow Pages 


GENERAL TELEPHONE DIRECTORY COMPANY 


1800 Oakton Street * DES PLAINES, ILLINOIS * VAnderbilt 4-2164 


Divisional Sales Offices: 


BLOOMINGTON, Ill. + 410 N. Prairie St. «* Tel.: 3-8095 
COLUMBIA, Mo. 811 Cherry Street Gibson 2-9121 
DURHAM, N. C. 108 E. Parrish Street . Tel.: 5133 
ERIE, Penna. * G. Daniel Baldwin Building * Glendale 2-4187 
FORT WAYNE 2, Ind. + 229 E. Berry Street * Eastbrook 3477 
HONOLULU 14, Hawaii * 1236 Waimanu St. « Tel.: 504-231 


LEXINGTON, Kentucky * 157 Walnut Street * Tel.: 4-7626 
LONG BEACH I5, Calif. * 1775 Ximeno Ave. * GEneva 3-744! 
MADISON 3, Wisconsin * 214 N. Hamilton St. * ALpine 7-1667 
MANILA, Philippine Islands ° P.O. Box 673 
SAN ANGELO, Texas 110 South Taylor St. * Tel.: 6738 
SPOKANE. Wash. South || Monroe * MaAdison 4-4336 


TELEPHONY 





Uulity Public Relations Practices 


No calling or profession has a greater degree of responsibility 


for the effective performance of the enterprise system than 


those in charge of maintaining good relationship with the public. 


By FRANCIS X. WELCH, Washington Editor of TELEPHONY* 


Y ONLY qualification in the field 
of public relations is that of an 
impartial observer. As an editor, 

I have long followed the public rela- 
tions activities of our utility companies 
very closely and carefully. Earlier this 
year I conducted a questionnaire sur- 
vey of comparative organizational prac- 
tices of gas, and telephone 
companies to which 124 executives and 
officials responded. On the basis of the 
results—as some of you may recall— 
an article was published in Public Util- 
ities Fortnightly, which showed some 
interesting conclusions. Of course, I 
must repeat, this does not make me an 
expert. But confining our discussion to 
reporting and analyzing, such as any- 
one might observe for himself, let us 
look at this public relations proposition 
from scratch. 


electric, 


Just what is it? Essentially it is the 
systematic cultivation of public opinion 
in order to reap a harvest of good-will. 
Now it is elementary that in order to 
get any harvest at all, you need three 
things: (1) Good seed; (2) good soil; 
and (3) good cultivation. The seed, in 
this analogy, might be compared with 
a company’s case, its justification for 
deserving public friendship. And just 
as the Bible tells us that a bad tree 
cannot bring forth good fruit, neither 
can an unworthy or defective utility 
service be expected to produce lasting 
results. The soil, of course, is the serv- 
ice area in which the favorable public 
opinion is to be created. And the pub- 
lic relations program might be com- 
pared with the mechanical cultivation 
of that soil. That is what I would like 
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to discuss mainly—the mechanics or 
organization of this cultivating process, 
as compared with the seed and the fruit 
it is supposed to produce. 

As a specialized vocation, the prac- 
tice of public relations is a baby 
compared with other professions and 
callings. It has neither recognized 
standards of eligibility nor generally ac- 
cepted guideposts. It is far too inexact 
to be a science; too supplemental in its 
relations to other disciplines to be 
called an art. Yet it is safe to say that 
no calling, no profession, has a greater 
degree of responsibility for the effective 
performance of the enterprise system 
than those in charge of maintaining its 
good public relations, regardless of 
what the title is or how the job is 
organized. That is true on a dollars-and- 
cents basis. It is true from the stand- 
point of the over-all security of our en- 
terprise system as compared with rival 
economic systems. And all this is par- 
ticularly true of public utility enter- 
prise. That this truth is becoming more 
and more self-evident is seen in the al- 
most universal recognition given in re- 
cent years by responsible company offi- 
cials to the increasing importance of 
the public relations job. 

Most of the “pros” in the public re- 
lations business date its origin as a 
specialized aspect of corporate manage- 
ment from the days of the late Ivy Lee 
and Edward L. Bernays and other pio- 
neers in what used to be called the 
“engineering of popular consent” or 
“organized persuasion.” Basically, of 
course, the act of making friends and 
influencing people goes back to time im- 


memorial. King Solomon, Cleopatra, 
and Queen Elizabeth were all good 
practitioners. Ivy Lee and the other 
early American experts were probably 
among the first to use the phrase “pub- 
lic relations” in the approximate sense 
in which we use it today. And it must 
be confessed that some spectacular re- 
sults were accomplished, such as trans- 
forming old John D. Rockefeller from a 
personal devil of the original Standard 
Oil monopoly into a benign old gentle- 
man, now remembered chiefly for his 
philanthropy and illustrious offspring. 

And when we stop to consider some 
of the bad public reaction which fol- 
lowed in the wake of attempts of gas 
producers to obtain congressional legis- 
lation amending the Natural Gas Act 
during the past few years, there is, I 
am sure, many a gas industry man who 
might wish we had some of that kind 
of public relations magic today. 


But there really is no such thing as 
magic in the public relations field. Its 
most successful exponents are those 
who believe in hard work, old-fashioned 
research, and application of well-known 
principles with respect to the behavior 
of public opinion under various circum- 
stances. Public utility industry cannot 
expect miracles in this field and it 
would be folly to put any faith in those 
who promise miracles. More than any- 
thing else the situation calls for the 
practical down-to-earth approach. 

The first important decision is de- 
termining the kind of public relations 


*Mr. Welch is editor of Public Utilities Fort- 
nightly of Washington, D. C. 
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appeal needed. It may surprise some 
of you to know that there is more than 
one kind. There are at least three kinds. 
And even more if we subclassify. 

First and simplest is the appeal for 
public favor of a single product or 
commodity, such as a particular brand 
of soap, or cereal, or cigarette. If 
you are selling any of these you can 
put all your chips on the product and 
stand or fall on its popularity or repu- 
tation. When you are in this type of 
business, you do not need to worry 
much about the conduct of employes, 
or the appearance or location of your 
plant or buildings. The general public 
never sees them. 


In the second group there are the 
local service industries, such as retail 
stores, where public goodwill depends 
not only on the excellence of the mer- 
chandise sold, but also upon the com- 
petence and cordiality of the sales peo- 
ple, and the delivery service, and the 
adequacy of the stores, as to location 
and comfort of the customers. You can 
readily see that maintaining good pub- 
lic relations in this second class be- 
comes more complex. 


Finally, and I am oversimplifying 
when I break this down into only three 
classifications, we have in the typical 
public utility enterprise a unique public 
relations problem. That is because we 
have service area monopoly business, 
regulated by government. And this im- 
poses the most complicated kind of 
public relations responsibilities of all, be- 
cause it involves not only the end prod- 
uct, the service, the employes, but also 
those political overtones which inevi- 
tably intrude in the case of a regulated 
monopoly business. It is not always 
enough to supply good service, through 
cooperative and cordial employes, with 
adequate facilities. The reputation of 
the industry as a whole, and its rela- 
tionship with government authority at 
federal, state, and local levels, may 
affect the public esteem for such a 
utility business and often does. 


Important to Utilities 


If you compare the public relations 
requirement of a utility business with 
that of a competitive business, you will 
see at once the great importance of 
good public relations for the utilities, 
because the dissatisfied customer has no 
other alternative. He is almost com- 
pelled by law to do business with the 
utility company, whether he likes the 
company and its employes or not. If 
he wishes to continue his use of an es- 
sential utility service, he has to remain 
a customer. A shortsighted view of this 
situation might be that public relations 
are not so important to a public utility 
company, because it has a virtually 
captive patronage. 


Actually, however, the public utility 
company has more need for good public 
relations than either of the two classes 
of business mentioned above. And it is 
precisely because its customers have no- 
where else to go, if they are dissatisfied 
and offended, that a utility’s public re- 
lations are of such great importance. 
We need not dwell on the mental state 
of the imaginary unhappy customer, 
frustrated because of his dependence on 
a service from a company he dislikes, 
and reminded of it in a painful way 
with every monthly bill. Suffice it to say 
that, if there were enough such un- 
friendly customers, they would soon 
seek some organized method by which 
to demonstrate their hostility. This 
could be done in a number of ways, 
such as through punitive legislation, 
complaints to the regulatory commis- 
sion, public ownership proposals, etc. 


No Tangible Product 


So, we see that a public utility is 
especially vulnerable to bad public re- 
lations. And hence the constant efforts 
which every public utility makes, not 
only to prevent its customers from be- 
coming dissatisfied, but also, through 
positive approaches, to build up and 
maintain the goodwill and respect of 
its customers, and of the community it 
serves. Obviously, one of the greatest 
factors in the accomplishment of these 
objectives is the group of utility em- 
ployes having so many points of 
contact with the public—such as serv- 
icemen, commercial office employes, tele- 
phone operators, sales persons, and 
many others. No utility company’s pub- 
lice relations program could succeed 
without the active assistance of these 
employes. 

Another reason why a public utility 
company is especially dependent on its 
employes to gain the friendly under- 
standing and respect of the public is 
because it has no tangible product, such 
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as soap or cigarettes, to sell over the 
radio, or television, or otherwise. One 
therm of natural gas is pretty much 
like any other therm of natural gas, 
from Maine to California. In other 
words, it is service on which the utility 
company must primarily depend to 
build good public relations. 

Now, before getting into the matter 
of organization of public relations, one 
other thing which utility company ex- 
ecutives must keep in mind is that such 
a program must have a solid and truth- 
ful foundation. The service must really 
be all that it is represented to be. You 
must have good seed. Unless this is so, 
no matter how well planned the public 
relations efforts may be, they will even- 
tually fail. Publicity and aggressive 
promotion may sell an inferior product 
once or twice—but it will soon be dis- 
credited. Public utilities do not often 
have this problem, because of their high 
standards of service performance. But 
utility employes are not always in- 
formed or fully understand that their 
company does give the public good, re- 
liable service at reasonable rates. This, 
of course, is a training problem. 


Looking in the other direction, it is 
possible for a utility company to be 
giving good service at reasonable rates, 
and still suffer from a lack of general 
appreciation on the part of the public. 
That situation is one that a public rela- 
tions program is supposed to correct. 
By appealing to its own self-interest, 
the public can be made to understand 
that a utility company is doing a good 
job. A utility cannot afford to hide its 
light under a bushel and let the service 
speak for itself. The trick here is to 
avoid the appearance of selfish special 
pleading by the company. 


What Are Public Relations? 


Of course, the question always arises 
—“How do we know how much or how 
little our employes and our customers 
understand?” For this we must rely on 
tools—such as opinion sampling and 
surveys. And even here, we have to be 
careful that our tools are in good work- 
ing order. Look how badly the political 
opinion polls missed the mark in pre- 
dicting the recent British elections. I 
personally believe in the usefulness of 
opinion surveys, if they are fairly con- 
ducted and constantly checked. But it 
is possible that even the opinion sur- 
veys may be losing their edge. People 
may be getting tired of answering ques- 
tions asked by perfect strangers. I 
have a little more to say about tools 
later on. 

There are a number of definitions of 
“public relations,” but I have never 
seen one to improve on the simple ex- 
planation which the two words them- 
selves convey. Public relations simply 
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PLAN NOW FOR ECONOMICAL EXPANSIONS WITH COPPERPLY®... 


Write for Bulletin 203 
that lists full size data, 
specifications and 
application photographs. 


COPPERPLY. 


When you use National-Standard copprerpiy wire 
(copper-coated steel wire) for conductors, you are prepar- 
ing with safety for your five-year plan because additional 
carrier systems can be added at any future time without 
additional wire or construction. 
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means having relations with the public. 
Such relations may be good, or they 
may be bad, or they may be indifferent. 
But whatever they are, they are bound 
to exist, in one form or another. There 
is no way in modern business, especially 
in the public utility business, to avoid 
having public relations. The important 
thing, of course, is to take such steps 
as will result in good relations. 


This is a broad concept. It also in- 
cludes a variety of publics. There is the 
investing public. There is the employe 
public. And even members of the gen- 
eral public who are not among the 
company’s own customers. And there 
are the various classes of customers— 
the industrial, the commercial, and the 
residential—all of whose interests in 
the company’s operations may occasion- 
ally conflict with each other. These dif- 
ferent publics are like the different 
facets of the same gem. The reflection 
of the company’s image may vary ac- 
cording to the class of public involved. 
But back of the image is the same sub- 
ject, merely viewed from different 
angles. The investor looks upon the 
company as a money-maker. The pub- 
lie looks to it for service. The employe 
looks to it for a living and for security. 
Even the general public, aside from 
those who are customers, considers a 
utility company in various terms, such 
as a taxpayer or as a good citizen pro- 
viding jobs and attracting business 
which can contribute to the general wel- 
fare of the state or the community. 


How to appeal to these various facets 
of public interest lies at the core of the 
public relations responsibility of a com- 
pany’s management. Now, if what I 
have been saying so far seems elemen- 
tary to you, let me hasten to add that 
it is in the elementary conception of 
what public relations are supposed to 
accomplish that most difficulties arise. 
When there is trouble in this area, it 
is not usually due to incompetency or 
faulty techniques or lack of ability of 
those in charge. The trouble is more 
often traceable to a flaw in this basic 
understanding of what the task in- 
volves; namely, having good relations 
with the various publics I have men- 
tioned. 


Organizing for PR 


Furthermore, a good public relations 
program is not simply a technique. It 
is not a label. It is not a gimmick. 
True, a well-rounded public relations 
program may make use of any or all 
these devices. But they are only part 
and not to be confused with the whole. 
Over-all public relations are bigger and 
broader than any of the incidental 
parts which go to make up the whole. 

One of the most interesting things 
discovered in the questionnaire survey 
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State chairman for the 1960 Michigan Week, T. Austin Saunders, right, president 
of General Telephone Co. of Michigan, has invited Gov. G. Mennen Williams, 
second from right, to serve as honorary chairman of the week-long celebration, 
to be held from May 15 through May 21. Invited to serve as honorary co-chairman 
were Lt. Gov. John B. Swainson, left, and House Speaker Don R. Pears. 


already mentioned was the wide va- 
riety of organizational practices fol- 
lowed by the different utility companies 
whose officials were queried. There was 
very little uniformity and not much 
of any definite pattern. The situation 
recalled that old Irish bull about cer- 
tain people being “all alike in only one 
thing, and that was in being different 
from one another.” 

Broadly speaking, this survey re- 
vealed that while there was a lack of 
interest or realization of the importance 
of a public relations program, as such, 
there was, and still is, a good deal of 
uncertainty as to how the job should 
be handled. Maybe this is a good thing. 
Certainly, we cannot expect any hard 
and fast rules or fixed formula of or- 
ganization in this area. 


Separate Function? 

Let us, by way of background, con- 
sider these general facts. In answer to 
the question, “Does your company have 
a specific, continually organized pub- 
lic relations program?’ — 82 answered 
“ves,” only 23 answered “no.” To the 
next question, “When was your com- 
pany’s program started?” there was 
a very wide range of chronology. One 
company’s program went back as far 
as 1903, while the next did not come 
along until 1927. Thirteen were started 
in the thirties, 30 were established in 
the forties, and 32 during the fifties, to 
date. So you see the utility industry 
would seem to be approaching a satura- 
tion point as far as establishing some 
kind of specific public relations pro- 
gram. 


The next question asked brought up 


a rather puzzling issue: “That is, 
whether the public relations program 
should be organized as a separate re- 
sponsibility or whether it should be as- 
sociated with other functions of man- 
agement. Only about one-fourth of the 
company officials answering this ques- 
tion said that their programs had been 
organized on a separate basis. The 
other three-fourths—86 companies to 
be exact—include public relations with 
other duties. But note the answers to 
the question as to whether a special 
official or public relations officer had 
been placed in charge—104 companies 


answered “yes,’’ while only 10 answered 


“ ” 


no. 


I shall not take your time to review 
any further the results of this survey, 
which was analyzed in an article in the 
Fortnightly, published last May 21. The 
only point I am trying to make here 
is that out of these various responses 
on the different questions asked, and 
using my own independent judgment, 
I arrived at five general conclusions on 
internal organization of a company’s 
public relations program with which 
you may or may not agree. I shall 
simply list them for you now and make 
further comments later on: 


First: There should be in every util- 
ity company a specific, continuing, well- 
organized public relations program. 

Second: It should be under the re- 
sponsibility of a special officer or official, 
but not necessarily a full-time job for 
him. 

Third: The public relations officer 
should report directly to the president 
and participate in the policy-making 
decisions of management. That needs a 
little more explanation. 
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Fourth: Public relations is every- 
body’s job, notwithstanding the central- 
izing of the responsibility under the 
special charge of a single official or 
officer. More about that later, too. 


_ Fifth: Any public relations program 
is only a tool—not an end in itself. 
And like any other tool it needs to be 
kept sharp, constantly under review, 
and checked against the availability of 
improvements in methods or alternative 
means to the real end—which is to 
establish and maintain a cordial rela- 
tionship with the public on the broadest 
possible basis. 


Every Company Needs a 
Program 

Now let us go back and particularize 
a bit on these five points. As to the first 
point, I think it is generally agreed 
that every company needs some kind 
of a public relations program, for the 
very reason mentioned earlier, that no 
company can avoid public relations. 
But if they are not purposely cultivated 
so as to turn out good, they could very 
easily turn out bad. And even when 
they are cultivated, they can turn out 
bad. 

For an illustration of what I mean 
here, let us consider the current TV 
quiz scandals recently exposed by Con- 
gress. Here was an example of a spon- 
sor—in one case a cosmetic manufac- 
turer and in another case a department 
store—putting a large amount of money 
on a spectacular program based almost 
exclusively on mass publicity. In other 
words, these sponsors were putting all 
or most of their chips on a gimmick. 
Did it work? Well, it did work, for 
awhile at least, for the cosmetic people. 
It boosted the sale of their lipsticks and 
other products to an astronomical level. 
But what happens now that the phony 
part of the deal has been exposed? Will 
it backfire? Can the high sales level be 
maintained, now that the program has 
been booted off the air? Or will the 
bad publicity have a negative effect? 

Frankly, I do not pretend to know. 
But I do know this much. Even if it 
worked for a cosmetic maker, that sort 
of a program is certainly not for a 
utility company, which has millions of 
dollars of investment staked to the 
ground. A public utility’s program ob- 
viously must be geared primarily to the 
service area. And it must be constant, 
long-range, and almost universal in its 
appeal. Above all, it must be genuine. 


Sponsors Confused 
Perhaps you will say of this illus- 
tration that I am confusing a public 


relations program with a_ publicity 
stunt. My reply is that I am not con- 
fusing the two things—it was these 
sponsors who were confused, if any- 
thing. Take the statement attributed 
to the so-called public relations adviser 
of that department store that paid 
thousands of dollars just to have the 
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name of the store mentioned over the 
air, or plugged by syndicated column- 
ists. This man said, by way of justifi- 
cation, in an interview and I hope I 
quote him correctly, “Public relations 
advisers everywhere have for years rec- 
ommended the investment of money for 
such publicity purposes.” The infer- 
ence was that if the results paid off in 
terms of increased sales, the expendi- 
ture was justified. Now I ask you, who 
is confused? 


Let me tell you that there is too 
much of that kind of confused thinking 
about public relations programs going 
on today. Just a couple of weeks ago, 
the AFL-CIO labor leaders gathered in 
Washington to consider, among other 
things, why the unions lost so much 
popularity with Congress and with the 
people that they could not stop the 
enactment of the Griffin-Landrum labor 
reform bill at the last session. One 
of the steps recommended by Walter 
Reuther was to “step up a public re- 
lations program” to popularize the 
union movement with the American 
public. 


Get the picture? Just like that, Mr. 
Reuther whistles as if he were calling 
a taxicab, and he has a public relations 
program to solve the union’s problem 
of political unpopularity. Sounds so 
easy. You find you are unpopular. So 
ycu just call in some hired help and 
spend some money on a public relations 
program and presto—everybody is sup- 
posed to love you. No need to re- 
examine your policy to find out why 
you are unpopular, or if by any chance 
you could possibly be wrong. This is 
what I call the “perfume spraying” 
concept of public relations. And let me 
tell you that it does not work; and it 
will not work for Mr. Reuther, or any- 
body else who confuses a deodorizing 
job with finding out why something 
smells bad. There is a time for per- 
fume and there is a time for soap and 
water and a good old-fashioned scrub- 
bing. 


Responsibility Placed 


Now maybe you think that public 
utilities are too smart to make such an 
obvious mistake. Well, I hope that is 
true. But is it true? I can remember 
back in the twenties and thirties when 
the Federal Trade Commission investi- 
gation of utilities was in full cry when 
many clumsy mistakes were exposed— 
money spent to influence newspapers 
and politicians and even educators. Re- 
member those phony telegrams. Now, 
those utility companies were not neg- 
lecting their public relations; and they 
certainly spent enough money. But the 
methods used were wrong, at least they 
were wrong for utilities. And after 
that headline debacle, which rivaled 


anything in the way of the recent TV 
scandals, it took a long time, and plenty 
of hard work, including sound, patient, 
and sensible public utility efforts. It 
took two decades, including two war 
emergencies, for the utilities to win 
back public confidence and esteem. Let 
us hope that by this time this lesson 
has been learned. 

Now, my second point, about a spe- 
cial official, can be covered briefly. Un- 
less the specific responsibility is placed 
somewhere, it is very likely to be swept 
under the rug. It is all very well to 
say that public relations is everybody’s 
job. But, human nature being what it 
is, what is everybody’s business can 
quickly become nobody’s business un- 
less there is someone definitely assigned 
to do the necessary checking and re- 
viewing and reporting, so as to be sure 
that the public relations assignment is 
being carried out, at all levels, and in 
all departments according to plan. 


This thought leads directly to my 
third point; namely, that the public 
relations official must have some real 
authority. It does not make so much 
difference what his title may be—vice 
president or whatever—this official 
ought to have some say in the man- 
agerial decisions for which he will be 
called upon to bear the public relations 
responsibility. The ideal public rela- 
tions officer should be regarded by 
management as the conscience, not the 
apologist, of the company. He should 
not be called in at the last minute, 
after basic decisions have been made 
by others, and asked to do a “sugar- 
coating job.” 

That is the mistake which I think the 
labor union people and the other peo- 
ple I have mentioned are making when 
they obviously look upon their public 
relations personnel as a_ subordinate 
kind of hired help to carry out orders 
from on high without question. A pub- 
lic relations official participating at the 
management decision table with the 
company’s general manager, general 
counsel, rate engineer, and so forth, is 
in a position to stop public relations 
mistakes before they get started and 
before it is too late to stop them. 


Frank Answers a Must 

From my own background as a 
lawyer, I can tell you that sometimes 
the legal mind (and this may be true 
of other professions) works in exactly 
reverse of the public relations approach. 
This is not the lawyer’s fault. He was 
trained to think that way, to be cau- 
tious and conservative, because it is his 
job to protect other people’s property 
and interest. So when trouble arises, 
the lawyer is almost sure to advise his 
client to shut up and say nothing to 


(Continued on page 55) 
21 





CHRISTMAS SPECIAL- 
LIVE AND IN COLOR, 
FRIDAY, DECEMBER 18, 
NBC-TV 
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your host THOMAS MITCHELL 
starring ROSEMARY CLOONEY « THE LENNON SISTERS 


LISA DELLA CASA and GIORGIO TOZZI 
PENNY AMBROSE « LITTLE SINGERS OF PARIS 


and 
AGNES DE MILLE DANCE THEATRE in “The Cherry Tree Carol’’ 


DONALD VOORHEES and the Bell Telephone Orchestra 


The next Bell Telephone Hour 
will bring you and your family a de- 
lightful program of popular and tra- 
ditional Christmas music, performed 
by an outstanding group of artists. 

Rosemary Clooney will sing a se- 
lection of popular holiday songs, and 
the four Lennon Sisters will offer a 
modern Christmas arrangement. 
The 13-year-old violinist, Penny Am- 
brose, will make her television debut 
playing Schubert’s “Ave Maria.” 

The Little Singers of Paris will 
present a group of traditional 
French noels, while Lisa Della Casa 


and Giorgio Tozzi will sing carols 
from other lands. The Agnes De 
Mille Dance Theatre will perform 
“The Cherry Tree Carol” —the story 
of an ancient English carol that was 
transplanted to the American Appa- 
lachian mountain region. 

There will also be a special mes- 
sage from the men and women of the 
Bell Telephone System entitled “The 
Eve of Christmas.” 

Check your local TV listings for 
time and channel in your community. 
Friday, December 18, NBC-TV, 
8:30-9:30 E.S.T. 


PRESENTED BY THE BELL TELEPHONE SYSTEM 





LOCATING TROUBLE IN 


Short Sections of Buried 
and Underground Cables 


By LOUIS GOLLUB* 


HEN trouble develops in an un- 

derground cable section, particu- 

larly wet trouble, it is frequently 
expedient to dig and uncover the cable 
and clear the fault before the cable 
section is replaced, in order to prevent 
possible total cable failure and loss of 
service. The cable section required for 
replacement may not be immediately 
available, or the situation may not per- 
mit the time necessary to make the 
transfer or “section throw.” Also, clear- 
ing the trouble and installing a duct 
splice may make 
unnecessary. 


section replacement 

This article describes a method for 
accurately locating cable conductor 
faults in a short section of cable, gen- 
erally referred to as “section trouble 
location.” It is a practical method in- 
volving no mathematical computations 
and, with proper care, is extremely ac- 
curate. 

This method is also applicable to 
buried cable where the cable fault has 
been confined to a cable section between 
two splices and it is desired to obtain 
a precise location of the fault in order 
to hold the amount of digging down to 
a minimum. 

The method involves the placing of 
a good wire on the ground in parallel 
with the faulty cable and of exactly the 
same length. Another wire is laid be- 
tween the two test points into which is 
connected a Wheatstone bridge galva- 
nometer. 


nected to grounded battery at one end 
and to a test pick at the other end. 


When the insulation of the good wire 
is punctured by the test pick and the 
wire contacted, a deflection is obtained 
on the galvanometer. This will occur 
when contact is made at any point 
along the good wire except one, where 
the deflection will be zero. That point 
is precisely above the cable fault. 

Cable Tests Preceding Section Loca- 
tion Tests. It may be helpful at this 
point te review the cable fault location 
tests that would normally precede the 
section trouble location test 
above. 


described 


trouble location 
tests are associated with a general con- 
dition of cable low insulation or “wet 


Generally, section 


*Mr. Gollub is with Philco Corp. in Philadelphia. 
He was with Bell Telephone Co. of Pennsylvania 
from 1915 until 1954, when he retired as Eastern 
Area Transmission Supervisor. He is a member of 
American Institute of Electrical Engineers and the 
Franklin Institute of Philadelphia 


trouble” and not with solid trouble on 
individual pairs. 

Low insulation cable faults are usu- 
ally difficult to locate because of high 
fault resistance and the normal pro- 
cedure is, therefore, to break down the 
leaky fault into solid trouble by the 
application of the “breakdown test set.” 
This facilitates the making of a fault 
location test by means of the Wheat- 
stone bridge and the application of 
tracing tone to the fault. 


It is further assumed that the cable 
fault has been positively proved to be 
in the cable section in question by 
opening two or three of the leaky pairs 
in the two manholes and proving the 
cable fault to that section. Then, and 
only then, may we proceed with the 
section location tests. 

Test Equipment. The following test 
equipment is required: 

(1) An insulated wire laid on the 
ground between the two manholes for 
underground cable, or between the two 
splices in buried cable, generally re- 
ferred to as the “good wire.” The 
faulty cable conductor is usually known 
as the “bad wire.” 

(2) Another insulated wire laid on 
the ground between the two manholes 
into which is connected the galvanom- 
eter of a Wheatstone bridge. Paired 
parallel or twisted drop wire or any 
insulated wire of any gauge may be 
used, one wire as the good wire, the 
other as part of the galvanometer lead. 

(3) A portable Wheatstone bridge 
where the galvanometer leads are con- 
nected to the galvanometer terminal 
posts. 

(4) A flexible lead one end of which 
is equipped with a probe, such as test 
pick, needles, or scissors for puncturing 
the insulation on the test wire. The 
other end is connected to grounded 
battery. 

(5) “Grounded battery” consisting 
of a battery of 4.5 volts connected to 
a water pipe, fire plug or standard 


ground rod or rods driven into the 


6000 WIRE -LAID Oh THE GROUND PARALLEL TO 
THWE CABLE ALID MADE EXACTLY THE SAME 


LENGTH AS THE BAD WIRE 


GROUNDED BATTERY 
LEAD WITH PROBE yi 


Jy 


FAULTY CABLE 


MOVE PROBE MOG GOOD bWHkRE 
UNTIL GALVAMOMETER DEFLECTION 
1S ZERO: THIS /S LOCATION OF 
FAULT O/ BAD WIE. 


The three wires, namely, the defective 
cable conductor and the two wires laid 
on the ground, are then connected to- 
gether at each of the two test points, 
as in Fig. 1. A flexible lead 


COMOUCTOR 


is con- Fig. 1. Good wire direct-connected to bad wire. 
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“Quality and quantity is a combination that’s essential to a true pipe collector’, says this 
connoisseur. It’s equally desirable for industrial wood users, too. That’s why so many 
of them consistently specify AMCRECO pressure treated products. Take quality. Service 
records of installations going back several decades show that AMCRECO pressure treat- 
ment provides the longest lasting, most dependable wood protection. Quantity? We 
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you delivery of well seasoned treated poles, posts, ties and other timber — whatever the 
emergency or size of your order. 
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ground. Higher voltage battery will be 
required where either the fault resist- 
ance or the resistance of the test ground 
is high. Excessive battery voltage 
should be avoided as it may damage 
the galvanometer. 


Grounded tone may be substituted 
for grounded battery, and a headphone 
and amplifier substituted for the gal- 
vanometer where the fault and test 
ground resistances are low. However, 
where a galvanometer is available, the 
battery-galvanometer method is prefer- 
able. 

Section Location Test —Good Wire 
Direct Connected to Defective Cable 
Conductor. The test connections for this 
condition are shown in Fig. 1. The bad 
wire, the good wire and the galvanom- 
eter wire are connected together at 
manholes A and B. The good wire is 
stretched out on the ground paralleling 
the cable and made exactly the same 
length as the cable. At the two man- 
holes, the ends of the good wire are 
made exactly the same length as the 
cable ends and the wire ends in the 
splices. 

The test pick, or probe, of the 
grounded battery lead is used to punc- 
ture the insulation of the good wire. 
When the probe makes contact with 
any point along the good wire, the gal- 
vanometer will show a deflection, except 
at the point precisely over the cable 
fault when the galvanometer will read 
zero. 

The galvanometer deflections are in 
opposite directions on the two sides of 
the zero point so that, in moving the 
probe along the good wire, it is easy 
to tell when the zero deflection point 
has been passed. 

Thus, as the probe is moved from 
test point to test point, along the good 
wire from, say, manhole A toward man- 
hole B, the deflections will decrease un- 
til the zero point is passed when the 
deflections will increase again, but in 
the opposite direction. The probing is 
then slowly retraced toward manhole A 
until a zero deflection is obtained. Di- 
rectly below this point is the location 
of the cable fault. 

Section Fault Location— Good and 
Bad Wires Connected by Means of an 
Extension Lead. The method outlined 
above covers the case where the good 
wire, which is laid on the ground, is 
of the same length as the faulty cable 
conductor and can reach and be con- 
nected direct to the ends of the faulty 
cable conductor. This is generally true 
in the case of the buried cable sections 
where the cable ends can be raised or in 
the case of underground where the 
cable splices are racked high in the 
manhole. 


(Continued on page 54) 
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Fig. 2. Good wire connected to bad wire by means of extension lead. 
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HE NEWS from the “Paystation” 
front is joyous indeed. The old 
bugaboo of split-billing is now so 
simplified that the operator handles 
most such calls without reference to the 
Service Assistant. 
The aggravating 
“over-collection” have also be- 
routine chores to be handled at 
the switchboard by the operator, and 
very rare indeed is the case that re- 
quires the old “green pencil” treatment. 


“shortage” and 
calls 
come 


Another welcome change is that the 
tickets are now rated at the amount 
actually collected instead of what 
should have been collected. With the 
new practice, on a part-charge call, the 
original ticket remains the original 
ticket and a second ticket is prepared 
to be the second ticket. No more Dr. 
Jekyll and Mr. Hyde stuff where the 
original ticket became the “collect” or 
“bill to” ticket, etc. 


Of all the long-awaited changes in 
the handling of calls from public tele- 
phones, the most welcome one is that, 
in the majority of cases, the work is 
now done by the operator. After all, 
she is the who has handled the 
details so, logically, she should be bet- 
ter able to handle it to conclusion with- 
out too much delay. And so the in- 
structions outlined here are written 
primarily for the operator, concerning 
new paystation practices. 
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TOPICS 


Part 1 


If there is a shortage and the cus- 
tomer requests the amount due billed to 
him, secure his name and address and 
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Example | 


By WINNIE B. BURNETT 


enter “bill (name and address)” in the 
“Spec. Inst.” space (see Example 1). 
If he says he will mail the amount due, 
say, “All right, sir. Please mail (amount 
due) to the telephone company at (name 
of business office),” and attach a note 
saying, “Payment for long distance call 
from (calling telephone number).” En- 
ter the calling party’s name and ad- 
dress, followed by “(will mail to busi- 
ness office)” in the “Spec. Inst.” space. 
If he says he will call later and deposit 
the amount due, say, “All right, sir. 
Will you call the operator when you 
are ready to deposit the money,” secure 
and enter name and address in the 
“Spec. Inst.” space followed by “(will 
later).” In any case, write 
“Shortage (amount)” across the face 
of the ticket. If the amount due is $1.00 
or more, refer the ticket to the Service 
Assistant, if locally directed to do so. 
(In most companies such shortages are 
referred to the Business Office.) 

If you are unable to secure the 
amount due, write “Shortage (amount 
due, including tax)” across face of 
ticket, enter the full number of charge- 
able minutes in the “Mins.” space and 
enter only the amount actually collected 
for the message charge and tax in the 
“Charge” “Tax” Spaces. If necessary, 
write an explanation on the back of 
the ticket. Do not attempt to make the 


deposit 


*Traffic Operating Practice 





call collect or indicate to the called 
telephone that there is an uncollected 
charge unless the calling party has re- 
quested you to do so. 


If you are requested to reverse or 
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transfer part of the charge on a call 
from a prepay telephone, explain that 
it would be difficult to do so, and ask if 
he wishes to reverse or transfer the 
entire charge. If this is satisfactory, 
return the initial deposit and correct 
the ticket entries accordingly. If this 
is not satisfactory, handle it as out- 
lined for such calls from postpay tele- 
phones. 

If either party requests you to trans- 
fer part of the charge on a call from a 
postpay coin telephone, enter “Charged 
to eld tel (or credit card or place and 
telephone number of the third tele- 
phone)” in the “Spec. Inst.” space. 
Enter the full number of chargeable 
minutes, but rate the ticket only for 
the amount actually collected, and enter 
“Shortage (amount due, including tax)”’ 
across the face of the ticket. Enter 
the Federal Tax for the amount actu- 
ally collected in the “Tax” space. 


Then prepare a second ticket entering 
all the necessary details in the proper 
spaces. Enter the full number of 
chargeable minutes in the “Mins.” space 
and the amount due, excluding tax, in 
the “Charge” space. If the amount due 
is to be billed to the called telephone, 
secure acceptance of the charge in the 
usual way and encircle “col.” and “yes.” 
If the amount due is to be billed to a 
third telephone or credit card, enter in 
the “Spec. Inst.” “Bill (place 
and _ telephone of third tele- 
phone)” or “(credit card number)” and 
draw a line through the number in the 
“From no.” space. Enter “ (amount) 
collected at celg. tel. (start of conv. 
time)” in report space, pin the tickets 
together and file with other completed 
tickets (see Examples 2 and 3). 


space 
number 


Subtract the amount of the message 
charge already collected from the total 
message charge to get the amount due, 
excluding tax. 

If there has been an over-collection, 
write “over-collection” across the face 
of the ticket. Enter the full number of 
chargeable minutes in the “Mins.” space, 
and the amount actually collected in the 
“Charge” and “Tax” spaces. If neces- 
sary, enter an explanation for the over- 
collection on the back of the ticket. If 
a refund is to be made, obtain the cus- 
tomer’s name and address and tell him 
the amount will be refunded by mail. 
Enter “refund to (name and address)” 
in the “Spec. Inst.” space and refer the 
ticket to the Service Assistant. Most 
companies have certain forms and rou- 
tines for handling over-collections. 

If a call from a public telephone is 
not completed on the first attempt due 
to a delay, give the report and say, 
“Will you try later, please,” and cancel 
the call unless otherwise requested. If 
you have been requested to leave word, 
do so. If the call is held and the calling 


party is not available, or it is not known 
when he is expected, when it is time to 
try the call again enter “clg If tel 
(time)” in the report space and cancel 
the ticket. 


(Continued on page 51) 
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me Plant Man's Notebook 


BY RAY BLAIN, TECHNICAL EDITORIAL DIRECTOR 


ITH CUSTOMERS’ benefits and 

savings to the company in view, 

the Southern Bell has launched 
a brisk program to promote and sell 
concealed telephone wiring and built-in 
telephone outlets in southern homes. 
The primary aim of the program is to 
equip new private residences and apart- 
ments with adequate “on-premise” fa- 
cilities to assure customers complete, 
convenient telephone service 
and in the future—without 
wiring. 


both now 
exposed 


According to the predictions of econ- 
omists, nearly two million new private 
dwelling units will be constructed in 
the Southern Bell’s territory in the 
next decade. These homes will have an 
average life of about 40 years and will 
be occupied by an average of 18 differ- 
ent families. Each of these 
may different telephone service 
needs and different ideas as to where 
their phones would be most useful. In 
order to accomplish this job, architects, 
contractors, owner-builders and _ the 
general public must be sold on the idea 
that built-in telephone wiring and an 
ample number of outlets are just as 
much a part of today’s living and as 
worth while as other “built-ins” that 
home owners want and buy. 


families 
have 


™ 

While attending the industry and 
Signal Corps-sponsored Wire & Cable 
Symposium at Asbury Park, N. J., re- 
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cently we had the pleasure of viewing 
a movie of the helicopter technique for 
laying the newly-developed multi-chan- 
nel telephone cable at speeds up to 100 
miles an hour. 

This method utilizes a compact pack- 
age which hooks under a_ standard 
Army helicopter and carries 10 miles 
of the cable packed in zig-zag fashion 
to prevent snagging at high pay-out 
speeds. The lightweight cable can carry 
96 separate two-way conversations si- 
multaneously. 

This development in combat 
communications was achieved jointly 
by the U. S. Army Signal Research & 
Development Laboratory, Ft. Mon- 
mouth, N. J., and ITT Laboratories, 
Nutley, N. J., the U. S. research divi- 
sion of International Telephone & Tele- 
graph Corp. 


new 


Numerous problems were encountered 
in development, one of the most serious 
being evolvement of a connector such 
that the half-mile lengths and repeaters 
could be connected to provide a con- 
tinuous 10-mile length of cable to be 
paid out on a single run of the heli- 
copter. 

After many months of experiment- 
ing, a reliable method was developed 
by the use of Preformed dead-ends to 
provide the essential bridge between 
lengths to carry the high shock load 
at the connector as indicated in the ac- 
companying photograph. 


We examined a new telephone type 
fire and emergency reporting system 
recently. A weatherproof type telephone 
may be equipped with a red signal 
light if desired. Remove the handset 
from the hook and a signal comes in 
on the switchboard in fire headquarters. 
The telephone number and the time are 
automatically printed out by a teletype- 
printer. But when you push a button 
in the telephone and remove the hand- 
set from the hook, the call bypasses the 
fire department switchboard and comes 
in on the police department’s switch- 
board. This is considered an ideal sys- 
tem for use in any town or city, be it 
large or small. 
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The writer was favored recently with 
the opportunity of spending two very 
profitable and most enjoyable days in 
the factory and laboratory of the Auto- 
matic Electric factory, at Northlake, 
Ill. It is always a pleasure to discuss 
various communication 
Automatic engineers. 


problems with 


The demonstration of the Type 59 
Automatic Ticketing System proved 
most interesting. The high point of 
our visit, however, was an extremely 
interesting explanation of the labora- 
tory’s development of electronic switch- 
ing. 

On this trip, we flew from Washing- 
ton, D. C. to Chicago’s O’Hare Airport. 
It was our first landing at this new jet 
airport and we were amazed at its 
activity. While waiting to emplane on 
our return to Washington, we counted 
13 jet airliners parked at the various 
airport docks. 

. 


A reader informs us that out in Cali- 
fornia he observed linemen wearing red 
plastic vests as a safety precaution 
while stringing wire along a busy high- 
way. This appears to be an excellent, 
though new, idea. If any of our readers 
have had any experience with such a 
garment we’d like to hear more about it. 
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Are Happy “RAB “Piospecte- 


with Modern, Dependable LBICH PABX’s 


When you put yourself in your subscribers’ 
shoes, it’s easy to see what they want most in 
a PABX. They’re looking for compact, modern 
equipment that offers quick extension of calls, 
greater traffic capacity, and a variety of service 
features. They want a PABX that keeps their 
telephone traffic moving without a hitch. 


Because Leich’s PABX’s offer all of these 
advantages, they’re popular with a great many 
businesses of all types. In fact, over 500 com- 
panies across the country are happy with . 
Leich PABX’s. A few of these are— 


Lee County Bank, Fort Myers, Florida 


Division of Highways, State of Illinois 
Carbondale, Illinois 


““M” System Food Stores, San Angelo, Texas 

Nelson Taylor, Inc., Gloversville, New York 
American Bank & Trust Co., Monroe, North Carolina 
U. S. Army Nike Site, Redmond, Washington 

O. S. Keene Machine Co., Middlebury, Indiana 
Kellogg City Hospital, Kellogg, Idaho 


Write for Leich’s PABX Sales Kit. 


LEICH SALES CORPORATION + 427 WEST RANDOLPH STREET + CHICAGO 6, ILLINOIS 
PACIFIC COAST: 11401 W. PICO BLVD., LOS ANGELES 64, CAL. EAST: 3651 CONNECTICUT AVENUE, YOUNGSTOWN, OHIO 
SOUTHWEST: 1227 SLOCUM STREET, DALLAS 7, TEXAS SOUTHEAST: 5126 SOUTH LOIS ST., TAMPA 11, FLORIDA 


manufacturers of telephones, switchboards and related apparatus since 1907 





Planning in Spotlight 


At South Carolina Meeting 


By Dan S. Fargo 


IGHLIGHTING the South Caro- 

lina Independent Telephone As- 

sociation’s silver anniversary con- 
vention in Clemson on Oct. 26 and 27 was 
the thought-provoking talk of Paul H. 
Henson, vice president, United Utilities, 
Inc., Kansas City, Mo. 

“We are trying to live in a world 
today that is fast-moving . . . the tempo 
of our lives—of our learning, of our 
earning, of our working, of our pro- 
duction—all these things have increased 
in tempo,” Mr. Henson said. “One of 
our problems is to try to adjust our- 
selves to the more complex problems 
of living in this world today.” 

He said this involves looking for to- 
day’s and not yesterday’s right answers 
—planning today’s operations so that 
future requirements and instrumentali- 
ties can be accommodated with mini- 
mum confusion, displacement, and cost. 


On the subject of population, one of 
three major areas for which, Mr. Hen- 
son said, planning is indicated (the 
others: progress and personnel), he 
stated: 


“It is estimated that there are 175 
million people in the U. S. today. From 
this point of reference, it is estimated 
that by 1975 there will be 235 million 
or a 30 per cent increase in 16 years. 
Further, it is estimated that there will 
be some 330 million or a 90 per cent 
increase in 41 years. ... 

“According to my figures, the popula- 
tion of South Carolina is increasing at 
a mare rapid pace than the country as 
a whole; and the number of Independ- 
ent telephones in South Carolina is in- 
creasing faster than the number of 
Independent telephones in the continen- 
tal U. S. It appears that with location, 
availability of power, industrialization, 
and natural resources this trend should 
continue indefinitely. ... 

“We know for one thing that the 
number of households will increase at 
a much more rapid pace than in the 
recent past. With the constantly in- 


32 


creasing standard of living, we antici- 
pate greater saturation and more com- 
plete communication service. 

“Broadly speaking, operating as we 
do in many of the suburban areas adja- 
cent to large centers of population, In- 
dependent companies will be the bene- 
ficiaries of urbanization and expansion 
into the open areas. All of these fac- 
tors lumped together can only indicate 
that the market for communication 
services is going to be made available 
to us.” 


Some of the many specific areas in 
which progress is sure to be registered 
in the years ahead were listed by Mr. 
Henson as: 


Industry technology. 
Finance. 

Politics. 

Regulatory action. 
Marketing. 


As regards planning for the first— 


technological advancement—he said nor- 
mally telephone property is replaced 
and augmented on a piece-meal basis, 
seldom completely. Hence, planning is 
similarly a piece-meal task. Maximum 
flexibility should be the objective in 
every installation or improvement that 
a company is currently making, he 
stated; one should leave every possible 
avenue open to expand and improve 
services with instrumentalities that 
may be developed. 


Mr. Henson added that the same type 
of planning is indicated for the other 
areas of progress, and, he cautioned, as 
much or more attention should be given 
to matters of finance, politics, consoli- 
dation, earning levels, and regulatory 
action as is given matters of techno- 
logical progress. 

Mr. Henson saw personnel planning 
as the most important area of all. He 
said: “There can be no doubt that peo- 
ple are the most important element of 
our business today. Additionally, there 
can be little doubt that people will con- 
tinue to be the most important part of 
the telephone business. 


“We all realize this but how much 
time and energy are we devoting to the 
task of training and improving our per- 
sonnel?” j 


Then he observed that, based on the 
population and progress factors, the 
Independent industry is going to re- 
quire: 


(1) A greater number of competent 
management personnel in the future. 


(2) A greater number of competent 
personnel in the skilled crafts area. 
This is the time to start the develop- 
ment of such people—not at the time 
that we actually need them. Training 
classes, management schools—such as 
the USITA-sponsored programs at Kan- 
sas University and Michigan State 


Addressing the South Carolina Independent Telephone Association’s 25th anni- 
versary banquet is Burnett R. Maybank, lieutenant governor of the state. T. Carter 
Thomasson (center) of Lancaster was master of ceremonies. At right is C. Bruce 
Barksdale Jr., of Greenwood, and Mrs. A. C. Capici. 
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University — guidance and indoctrina- 
tion programs, and other such well- 
known means are available to us today. 


(3) The environment and the stimu- 
lation so that the personnel of the fu- 
ture will want to achieve without our 
admittedly superficial efforts to force 
them to achieve. When one can instill 
constructive discontent, devotion to duty, 
and the desire to seek self-improvement 
in one’s people, his personnel planning 
chores offe er no problem. 


Presiding over convention sessions 
was Frank S. Barnes Jr. of Rock Hill, 
association president. In his report, 
Mr. Barnes recalled that in 1934, the 
year the South Carolina Independent 
Telephone Association was formed, there 
were 12,818 Independent telephones in 
a state total of 56,538, and 53 Inde- 
pendent companies operating 97 ex- 
changes. Today there are 47 Inde- 
pendents with 123 exchanges, and over 
115,000 telephones. It was also under- 
scored that in 1934 only 2 per cent of 
Independent telephones were dial, and 
today only 2 per cent are not dial. 


Mr. Barnes stated the association’s 
spring conference in Charleston was in- 
formal to encourage as much discus- 
sion as possible. The plan was so well 
received that the directors are consid- 
ering increasing the number of subjects 
discussed and the time allotted for the 
program. 


Summarizing progress on the associa- 
tion’s toll coordinating committee, Mr. 
Barnes said the committee’s new name 
is Independent transmission and com- 
munications improvement committee. 
The members have met on an average 
of once a month and are working on 
coordination of code assignments and 
toll planning, essential to the success 
of the nationwide dialing network. 


In the wake of the Sept. 29 and 30 
hurricane, much restoration work had 
been of a temporary nature and there 
remained a tremendous task of rebuild- 
ing, Mr. Barnes said. He added: 


“As soon as it became apparent that 
the damage would be considerable to 
the Independent companies in the path 
of the storm a coordination center for 
assistance was set up to receive offers 
of and calls for assistance. This effort 
was handicapped by lack of communi- 
cations into the area, but, as soon as 
information could be obtained, arrange- 
ments for assistance were made. 


“Some companies nearest to the most 
seriously damaged area were able to 
determine what help was needed and 
quickly sent what they could spare. 


“It is this traditional spirit of team- 
work which has always been a hallmark 
of telephone people which makes us 
proud to be a part of such a great 
industry. Our thanks and appreciation 
go out to those who joined with their 
co-workers to restore with all possible 
speed the communication service which 
has become the nerve system of our 
economy.” 
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Frank S. Barnes Jr., of Rock Hill, 
was elected to his fourth term as 
president of the South Carolina 
association. 


Stating that South Carolina’s Inde- 
pendent telephone growth in 1958 had 
involved a record 6.9 million dollars 
spent on new plant and equipment, Mr. 
Barnes also remarked that 10,300 tele- 
phones were added, a growth of 10 per 
cent. He said, too, that the state’s in- 
tensive. program to obtain more indus- 
try depended in part on those in the 
communications industry continuing to 
do their part by keeping abreast of 
changes in the communication field. He 
then said that there are three essential 
ingredients involved in furnishing the 
quality of service required—good plants, 
good personnel, and good rates. 

Speaking during the week of the 10th 
anniversary of the telephone loan pro- 
gram of the Rural Electrification Ad- 
ministration, Ralph J. Foreman, REA 
deputy administrator, titled his talk, 
“Decade of Progress.””’ Mr. Foreman 
said that in the first years of the pro- 
gram telephone people watched with 
keen interest and with the attitude of 
“show me.” He went on: 


“I feel safe in saying that early mis- 
givings turned out to be largely ground- 


less. People in the telephone industry 
found that the REA telephone loan 
program was just what it claimed to 
be: a long-term program authorized by 
Congress solely for the purpose of 
financing new and improved telephone 
service to rural users. 

“They found that REA confined itself 
to the role of banker and advisor. They 
found no unnecessary meddling in their 
operations, and that being an REA bor- 
rower in no way curbed or affected 
their independence as private American 
enterprise. 

“Another thing became increasingly 
clear, too. I refer to the fact that the 
program is committed to no favoritism. 
It is immaterial to REA who does the 
job of bringing telephone service to the 


unserved farm. The important thing 
is: get the job done.” 


Mr. Foreman observed that this year’s 
loans set a new fiscal year high of 
$98,923,000. He added: “Although a 
new high was set, I doubt if it is a 
record that will stand very long. Loan 
applications are coming in at the rate 
of better than 100 million dollars a 
year. They reveal plans for extensive 
improvements, acquisitions, and expan- 
sion. 


“They show that telephone people 
like yourselves, in common with Ameri- 
can business in general, are gearing-up 
for the big years ahead—the ‘boom of 
the 1960s’ that economists are predict- 
ing. All signs convince me that the 
rural telephone industry is gaining mo- 
mentum and is going places. I am sure 
that the next 10 years will outstrip the 
record of the past 10—as good as that 
record is. . the percentage of farms 
with telephones in the United States 
(is now) more than 60 per cent.” 


What kind of plant are REA bor- 
rowers building? Mr. Foreman an- 
swered “strictly modern.” He continued: 


“In this age of swift scientific and 
technological changes, system planners 
must consider future construction in 
the light of what I might call the x- 
factor of obsolescence. I call it the x- 
factor because it is subject to many 
factors beyond our control. 


“Even if you build the most up-to- 
date plant you have no assurance that 
it will not be obsolete, in some respects, 
within a few years. That can’t be 
helped, of course. It is the price we 
must pay for progress. 


“However, it is poor business to in- 
vest in plant that is already old-fash- 
ioned and on the way out. That is one 
reason why REA, in the interest of 
loan security, stresses modern plant. 
We know that a modern plant will more 
than pay for itself before time and 
change overtake it.” 


Mr. Foreman said REA telephone 
borrowers had repaid, as of Oct. 1, 25.4 
million dollars—including 12.8 million 
on principal, 10.4 million in interest, 
and almost 2.2 million dollars ahead of 
schedule. 


Also, Mr. Foreman said he thinks 
that those companies making REA tel- 
ephone loans from now on should pay a 
rate of interest representing the fed- 
eral government’s actual cost of bor- 
rowing long-term money. He said he 
thought that if REA borrowers could 
sit down around a table and see what 
interest the government is paying for 
its borrowings, then perhaps these bor- 
rowers could see their way clear to pay- 
ing what the government pays. 

Hugh A. Barnhart of Rochester, 
Ind., immediate past president of 
USITA, stressed in his talk that tele- 


(Continued on page 64) 
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Rural Service Topic 


At Georgia Meeting 


By E. R. Britt* 


rural service at the 37th annual 

convention of the Georgia Tele- 
phone Association held in Atlanta on 
Nov. 11 and 12. C. J. Mathews of 
Statesboro presided. 

Matt L. McWhorter, chairman of the 
Georgia Public Service Commission, 
outlined the need for an upgrade of 
rural facilities. 


"we SPOTLIGHT was focused on 


In his talk, “Looking Forward with 


DECEMBER !2, 1959 


Your Georgia Public Service Commis- 
sion,’ Mr. McWhorter stated that, al- 
though at one time multi-party rural 
service was adequate, it would not be 
in the future. He predicted that meth- 
ods would be provided for upgrading 
this service. 


Speaking on rural telephone progress, 
David A. Hamil, administrator of the 


_*Mr. Britt is secretary-treasurer of the Georgia 
Telephone Association. 


New officers of the Georgia 
Telephone Association are, 
seated, (left to right): 
C. Jj. Mathews of States- 
boro, president and J. P. 
Gleason of Tifton, first 
vice president. Standing 
are, (left to right): E. R. 
Britt of Metter, secretary- 
treasurer and Madison New 
of Thomaston, second vice 
president. 


Speaking on “Looking Forward with 
your Georgia Public Service Commis- 
sion” was Matt L. McWhorter, commis- 
sion chairman. 


Rural Electrification Administration, 
quoted a letter he had received, dated 
Sept. 25, 1950 from H. M. Stewart of 
Cornelia. 

This letter, written when Mr. Stew- 
art was secretary of the Georgia asso- 
ciation, predicted the course to be taken 
by the Rural Electrification Program. 
Mr. Hamil pointed out how close Mr. 
Stewart had come in his predictions. 

Advancements made by Bell and In- 
dependents together were the subject of 
a speech by J. S. Stone, vice president 
of Southern Bell Telephone & Tele- 
graph Co. 

Outlining the improvements effected 
by companies in the past 10 years, Mr. 
Stone’s talk was entitled “We Have 
Come A Long Way Together.” 

New approaches to old problems were 
handled in three talks dealing with 
mark sensing, mechanized billing and 
Direct Distance Dialing (DDD). 

Showing Georgia association mem- 
bers what they can expect in the imme- 
diate future were: 


J. F. Callaham, Southern Bell Inde- 
pendent relations manager, who showed 
slides on “Mark Sense Toll Ticketing; 

T. D. Robertson of IBM, who ex- 
plained mechanized billing; and 

John Douglas of the Service Bureau 
Corp., Atlanta, who discussed custom 
billing. 


The part played by communications 
in the missile field was illustrated in a 
report by Maj. Charles X. McHugh, 
chief of the communications planning 


(Continued on page 38) 
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MULTI-LINE 


New Type 87 Telephone... 





EXCLUSION KEYS 





SIGNAL KEY 


LINE KEYS 


Press to select line or answer incom- 
ing call. Lights in keys flash on 
incoming calls. 





BUSINESS SUBSCRIBERS 
SERVICE AT LOWER COST 


a 3-line phone for small offices 


Type 87 is a multi-line phone—with an important advantage. 
Now—with Type 87—you can offer small business subscribers 


the economy and efficiency of multi-line service at lower cost. 


Why is Type 87 lower in cost? Because it’s completely self- 
contained. All control equipment is inside the phone. And 
Type 87 is modern-looking, too. It has the streamlined beauty 
of our Type 80. Naturally, your prospects can choose from 


10 decorator colors. 


Who are your prospects? Any subscriber who needs less than 
10 phones with a maximum of three outside lines. The list is 
almost endless—auto dealers, doctors, lawyers, retail stores, 
jobbers, etc. Even large firms with PBX switchboards will find 


the Type 87 a valuable supplement within departments. 


SEND FOR 
DESCRIPTIVE CIRCULAR 
For detailed information on the 
een. ’ : . +49 new Type 87 phone, ask for Cir- 
the Type 87 operates. And keep in mind that it’s adaptable to odes 1454. Ohta: thane Mee. 
many different needs. tric Sales Corporation, Northlake, 
Illinois. Or, call Fillmore 5-7111. 


In Canada, Automatic Electric Sales 
You can sum up new Type 87 telephone in four words: more (Canada) Ltd., Toronto 16. 


Look at the opposite page. See how easy—pushbutton easy— 


revenue for you! 


AUTOMATIC ELECTRIC 


Subsidiary of 


GENERAL TELEPHONE & ELECTRONICS 





division of the Redstone Arsenal, 
Huntsville, Ala. 


Major McHugh opened with a film 
on the various rockets and missiles. 
Next in his presentation came a movie 
on space travel documenting a simu- 
lated trip to the other side of the moon. 
The major reminded the conventioneers, 
that the telephone industry had a re- 
sponsibility to meet in communications 
—outer-space-wise. 

Three hundred and twenty-nine per- 
sons were registered at the convention. 


Pictured receiving 
a plaque from 
Bill Bryan, assist- 
ant vice president 
Southern Bell 
Telephone & 
Telegraph Co., is 
Judge E. B. Em- 
ery. The Judge is 
the author of a 
book entitled “In- 
dependent Te- 
lephony in Geor- 
gia.” The award 
honored him for 
his 62 years of 
service to the in- 
dustry. 


Directors elected to serve for three- 
year terms are: Downing Musgrove of 
Homerville, Madison New of Thomas- 
ton, John Cozart of Valdosta, Jim Evitt 
of Ringgold and Arthur Fincher Jr. of 
Canton. 

Those whose terms expire im 1960 
are Glenn Bryant of Hinesville, C. J. 
Mathews of Statesboro, Mansfield Jen- 
nings of Hawkinsville, John Birchmore 
of Comer and J. L. Kirk II of Moultrie. 

Holding directorships which expire 
in 1961 are H. C. Hearn of Claxton, 


Cam Lanier Sr. of West Point, Horace 
Vaughn of Chickamauga, J. F. Calla- 
ham of Atlanta and J. P. Gleaton of 
Tifton. 

The directors elected the following 
officers: President, Mr. Mathews; first 
vice president, Mr. Gleaton; second vice 
president, Mr. New, and _ secretary- 
treasurer, E. R. Britt of Metter. 


C. J. Mathews is shown as he presided 
over the first session of the Georgia 
Telephone Association’s convention. 


Ladies luncheon held during the Georgia convention and sponsored by the Lindsay Telephone Supply Co. In middleground 
are Arthur W. Barnes (left), Lindsay’s manager in Atlanta, and George McGinnis. 


Book Review 
“BASIC PULSES,” by Irving Gottlieb; 

176 pages, illustrated; $3.50. 

A pulse can be more than the wave 
shape emitted by a telephone dial or a 
telegraph key. It can be of an infinite 
number of shapes and sizes, and can 
behave in interesting ways in 
different types of circuits. Telephone 
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some 


men have been up against this for a 
long time in teletypewriter and tele- 
photograph circuits. Some are really 
on a spot, now that data transmission 
circuits are coming into the telephone 
plant. 

To understand data transmission or 
electronic switching, you must know the 
fundamentals of pulses and how they 


behave. This book is full of large illus- 
trations of the kind a teacher would 
make on a blackboard. 


You can almost get the full benefit 
of the book by looking at the pictures 
alone. This is a book to get for your 
library even if you don’t get around to 
reading it until next year. It can be 
purchased from TELEPHONY. 
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Wheatstone Bridge Measurements 


CCASIONALLY the normal re- 
QO sistance of an open wire line cir- 

cuit becomes unequal, or as com- 
monly expressed, “unbalanced.” This is 
due to a change in the resistance of one 
or perhaps both conductors or to a de- 
fective splice, resulting in poor trans- 
mission. 


The difference in resistance between 
the line wires may be determined by 
means of a Murray measurement. Sup- 
pose for example, a line circuit having 
a normal resistance of 200 ohms, is sus- 
pected of being unbalanced. Then: 


(1) The line wires are joined to- 
gether and grounded at their distant 
end, as shown at point “L,” in Fig. 1. 

(2) The line wires are then con- 
nected to the bridge “X 1” and “X 2” 
binding posts, and a local ground con- 
nected to the bridge “GR” binding post. 

(3) A loop resistance measurement 
of the line circuit is made, and a read- 
ing of say, 240 ohms is obtained. 

(4) A Murray measurement of the 
ring (R) side of the line is made, and 
a reading of 716 ohms obtained. 

(5) The tip and ring conductors are 
then transposed at the bridge “X 1” and 
“X 2” binding posts and a Murray 
measurement of the tip (T) side of the 
line obtained, say 1400 ohms. 

(6) The respective resistance of the 


By JOHN A. BRACKEN 


line circuit tip and ring conductors is 
by formula: r= RL +(M+R) and 
r, — RL+ (M+R) where: 

r = tip conductor resistance. 

r: = ring conductor resistance. 


LINE WIRE TABLE 


Ohms 
Ohms Per 
eter Per 


Loop 
in Milli- 1000 Ft. Mile Per 


Diam- 
Area in 
Circular 


Diam. 
eter 


Kind of 


R = Murray reading. 
L = loop resistance measurement. 
M = Murray ratio dial setting (in 
this case M 1000). 
Then, r1.— R L*+ (M+R), or 716 
x 240 + (1000 + 716) = 100 ohms, the 
resistance in the ring side of the line. 
For the tip it is r= RL + (M+R), 
or 1400 X 240 = (1000 + 1400) = 140 
ohms, thus indicating an unbalance of 
40 ohms in the tip side of the line. 
Adding the two values together 
should equal the measured loop resist- 
ance of the line circuit, or 100 + 140 = 
240 ohms. 


In Wheatstone bridge measurements 
for the purpose of determining the lo- 
cation of such faults as short circuits 
and crosses in an open wire line, care- 
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Wire 
Hard 
Drawn 
Copper 


Gauge 
New 
British 
Standard 


Copper- American 
wel 


Steel 85 Birming- 
ham 


Steel 135 Birming- 
ham 


Iron Birming- 


am 


Size in Mils 


8 
10 
12 
14 


10 
12 


12 


12 


10 
12 
It 


160 
128 
104 

80 


102 
81 


Mils 
25600 
16384 
10816 

6400 


10404 
6561 


11881 
11881 


17956 
11881 
6889 


Table 1 


meters 
4.064 
3.251 
2.642 
2.032 


2.588 
2.052 


2.769 


2.769 


3.404 
2.769 
2.108 


at68°F at68°F Ohm 


0.381 
0.633 
0.958 
1.62 


2.54 
4.03 


6.5 


7.4 
4.17 
6.31 
10.9 


4 
7 
10 
17 


26 
42 
68 
76 


44 


2627 
1419 
1043 

616 


395 
248 


155 
138 
240 


159 
92 





ful consideration should be given to the 
nature of the particular fault involved. 


For instance, short circuit is a type 
of line trouble in which both wires come 
into direct contact with each other. 
Short circuits are of three general 
classes: 


(a) Low resistance, commonly called 
a solid short, 

(b) Partial short circuit, due to the 
establishment of a high resistance path 
between the two line wires. 

(c) Swinging short, an intermittent 
contact between the two line wires due 
te the action of the wind. 

The distance to a low resistance short 


circuit may be determined by means of 
a simple resistance measurement. For 
example, suppose the resistance meas- 
ured to the fault is 336 ohms and the 
resistance per loop mile of the wire is 
42 ohms, then the distance to the fault 
may be calculated by the formula: D 
R= LM, where: 
D = distance in miles to the fault. 
R = measured resistance in ohms, 
to the fault. 
LM = known resistance per loop mile 
of the line wire (see Table 1). 
In this case the distance to the fault 
is D = R~+ LM or 336 + 42 = 8 miles. 
Crosses are a type of line trouble 
which results from electrical interfer- 
ence between two or more line circuits, 
and are classified as: 


(a) Direct contact cross between the 
line wires, or crossed by means of a 
metallic conductor other than the line 
wires. In such cases, a condition known 
as crosstalk is usually set up, and the 
telephone conversation on one of the 
crossed circuits is heard on the other. 

(b) Low resistance cross. 

(c) High resistance cross. 

(d) Weather cross, occurring in 
damp, foggy, or rainy weather. The 
line wire, insulators and crossarms are 
coated with moisture, causing a con- 
ducting path that permits the line cur- 
rent to leak between other circuits. This 
action reduces the current value re- 
quired to operate the telephone equip- 
ane connected to the lines beyond the 
eak. 

The fact that weather crosses make 
their appearance under these unfavor- 
able conditions, affords some indications 
as to the probable nature of the inter- 
ference at such times. A cross between 
two line circuits in dry weather is usu- 
ally regarded as the result of a direct 
metallic contact. 

(e) Swinging cross, due to the action 
of the wind. 

(f) Intermittent cross, due to an oc- 
casional expansion of the line wire on 
a very hot day, permitting the wire to 
sag and make contact with another line. 

(g) Inductive cross, due to improper 
transposition of the line wires with re 
spect to other circuits, causing cross- 
talk. 


Usually there is an appreciable re- 
sistance in crossed line wires which may 
vary in amount due to corrosion, poor 
contact between the wires, or other 

(Continued on page 54) 
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The Christmas Spirit 
Ly Mayme Warkman 


am the Christmas Spirit! I enter the home of poverty, causing pale-faced 
children to open their eyes in pleased wonder. 


cause the miser’s clutched hand to relax, and thus paint a bright spot on his 
soul. 


cause the aged to renew their youth and to laugh in the old, glad way. 


keep romance alive in the heart of childhood, and brighten sleep with dreams 
of woven magic. 


cause eager feet te climb dark stairways with filled baskets, leaving behind 
hearts amazed with the goodness of the world. 


cause the prodigal to pause a moment on his wild, wasteful way, and to send 
to anxious loved ones some little token that releases glad tears—tears which 
wash away the hard lines of sorrow. 


enter dark prison cells, reminding scarred manhood of what might have been, 
and pointing forward to good days yet to come. 


I come softly into the still white home of pain, and lips that are too weak to 
speak just tremble in silent, eloquent gratitude. 


In a thousand ways I cause the weary world to look up into the face of God, 
and for a little moment forget the things that are small and wretched. 


I am the Spirit of Christmas! 


—by E. C. Baird 


HRISTMAS MEANS many things to different people. But surely the one 
essential truth which it stands for and the one fundamental lesson which 
it teaches is that God must have loved the human race a great deal to 

come down to earth and take human flesh, so that in that flesh He might suffer 
the punishment man deserved and thus redeem him of his sins. 


And with this is the correlative lesson taught by Christmas, that gratitude should 
impel every human creature to love God in return with his whole heart and 
mind and soul. Christmas, for all its festive spirit and holiday decorations, is an 
empty and hollow thing unless it inspires and awakens that love in our hearts. 


Christmas is a generous, unselfish time. What fun it is to give pleasure to 
others—children, helpmates, friends, co-workers! Christmas is not simply a date 
on the calendar, or the celebration of an event that took place far away and 
long ago. Christmas is a continuing spirit, a frame of mind, a state of heart. 


While the giving and receiving of gifts are a part of Christmas, the mood of 
the giving is most important. Only those who feel “it is more blessed to give 
than to receive” have the Christmas spirit. Only those who are more concerned 
about making others happy than about being made happy, can really keep the day. 


Christmas is the spirit of good will. We say, “Merry Christmas,” to people 
we hardly know—and mean it, too. We do want them to be of good cheer. We 
do want them to be happy. How different the world would be if we lived in 
that frame of mind throughout the balance of the year! 


Let us not be guilty of quickly shedding the Christmas spirit. The Yuletide is 
not an end in itself, but an occasion when the Christmas Spirit can be renewed, 
replenished and thoroughly reconditioned to function throughout the ensuing year. 


Christmas, is after all, nothing more or less, than a joyous rededication to the 
principles of Christ. As such, it is more than another holiday, and its influence 
should remain with us in the coming months. 


To the publishers of TELEPHONY and their staff and to all who read this 
column, may the Infant Jesus bless and keep you, and may the Spirit of 
Christmas remain in your hearts forever, that is the sincere wish of the writer. 
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service 16 those subscribers who want tofmove more than 

Pi a half feet from their inst ‘ 

New, long KOILED KORDS retgetttile cords in color — and in black — are 
offered in two standard le@gths, 18 inches retracted that extend to 
approximately 9 feet dnd 30 inches retracted that extend to 15 feet. 


Extra long receiveKOILED KORDS are available in colors to match all 


telephones. Se® your telephone supply house for full information. 


(| 


Koiled Kords 


NEW HAVEN 14, CONNECTICUT 


KOILED KORDS, the original retractile 
cords, are the result of 17 years of re- 
search, development and use. 


* KOILED KORDS is a trade mark of 
KOILED KORDS, INC. 





SW States Gets Raises 
At Five Texas Exchanges 


An agreement has been reached be- 
tween the Southwestern States Tele- 
phone Co. and the city of Carrollton, 
Tex. on: 


(1) An immediate rate increase. 


(2) Extended area service, with a 
corresponding rate increase, for all Car- 
rollton subscribers with nearby Farm- 
ers Branch, Renner, and Addison, by 
October, 1960. 


(3) The inauguration of extended 
area service on an optional basis, be- 
tween Carrollton and the Dallas central 
zone, with a rate increase by October, 
1961. 


The Dallas EAS will be available 
only to one-party business and one- 
party residence Carrollton subscribers, 
with the rates to be the same as those 
in effect at the company’s Irving ex- 
change. 

The company, which provides dial 
service to 1,509 stations at Carrollton, 
was also granted a 25-year franchise. 


The rate increases will be as follows 
in Carrollton: 


One-party business 
Two-party business 
One-party residence 
Two-party residence 
Four-party residence 
Rural business 
Rural residence 


Other recent rate increases for the 
Southwestern States company in Texas 
include: 


Lake Brownwood, dial, 70 stations; ef- 
fective 12/6/59: 
Old New 
$10.50 
8.25 
5.50 
4.35 
3.25 
7.00 


5.25 


effective 


One-party business 
Two-party business .... 
One-party residence .... 
Two-party residence .... 
Four-party residence ... 
Rural business 

Rural residence 


Novice, dial, 48 stations; 
1/1/60: 
One-party business 


Two-party business ..... 


42 


$6.50 


5.50 


$8.75 
7.25 


(22, 


“Courts and Commissions 


Ah 


One-party residence .... 
Two-party residence ... 

Four-party residence ... 
Rural business 

Rural residence 


AS 


Dripping Springs, dial conversion, 
stations; effective 12/26/59: 
One-party business 

Two-party business 

One-party residence .... 
Two-party residence .... 
Four-party residence ... 

Rural business 

Rural residence 


Wimberly, dial, 253 stations; effective 
11/26/59: 

One-party business ..... $8.00 
Two-party business 

One-party residence .... 

Two-party residence .... 

Four-party residence ... 

Rural business ......... 

Rural residence 


N. C. High Court Refuses 
To Rush Franchise Case 


The North Carolina Supreme Court 
on Dec. 1 declined the request of the 
North Carolina Utilities Commission 
that the court speed up disposition of 
a case testing a 1959 state law validat- 
ing free or reduced telephone rates for 


(2) (3) 
Rates Eff. Rates Eff. 
10-1-60 10-1-61 
$11.00 $16.00 
8.50 
5.25 
4.50 
4.00 
8.00 
5.50 


(1) 
Rates Eff. 
11-1-59 
$8.00 
7.00 
4.00 
3.25 
2.75 
7.00 
5.25 


6.00 


cities and towns under franchise agree- 
ments. 

The action of the state’s high court 
means that the case will not be heard 
before Mar. 1, 1960, when cases from 
the Seventh Judicial District will be 
called. The commission had sought to 
present arguments at once. 


The North Carolina commission ruled 
out franchise agreements, in an order 
granting a rate increase to the Caro- 
lina Telephone & Telegraph Co., Tar- 
boro, in 1958, and the cities of Rocky 
Mount and Wilson appealed to the Su- 
perior Court. 


While the case was pending, during 
the 1959 session of the North Carolina 
Legislature, a law validating the agree- 
ments was passed. Superior Court 
Judge Walter J. Bone of Nashville held 
rate concessions to be a valid considera- 
tion for granting franchises to tele- 
phone companies. 

The commission still contends its or- 
der was a proper one, and has appealed 
to the Supreme Court in order to test 
the validity of the new law. It has 
never rescinded its earlier order, and 
the companies are continuing to bill the 
municipalities. It was when the cities 
protested recently (TELEPHONY, Nov. 
28) that the commission moved in in 
an attempt to speed up the court con- 
sideration of the case. 


Sale of Stocks Authorized 
For Company in N. C. 

The Morris Telephone Co., Roxboro, 
was authorized on Nov. 30 by the North 
Carolina Utilities Commission to sell 
500 shares of its preferred stock, and 
8,000 shares of common stock to help 
finance an expansion program (TELEPH- 
ONY, Nov. 21). 

The $100 par 5 per cent cumulative 
preferred stock will be offered, the com- 
pany said, to present stockholders 
and/or the public at $100 a share; and 
the common, with a par value of $25, 
will be offered at $30 per share. 

In its petition, the Morris company 
stated that it expects to spend “not less 
than $300,000 in the next year, and 
perhaps, $600,000 in the next three 
years.” Proceeds will be used to build 
additional facilities at the Roxboro ex- 
change. 

The company serves subscribers in 
Roxboro, Hillsboro, Yanceyville, Efland, 
and in Prospect Hill. 


Two Ask to Sell in Mo. 

The applications of the Birch Tree 
Telephone Co. to sell and of South Mis- 
souri Telephone Co., Steelville, to pur- 
chase; and of the Golden City Tele- 
phone Co., Inc., to sell and the South- 


(Continued on page 46) 
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LINE CARDS 


with 
HANDS 
FREE 


ACME VISIBLE V-ANGLE TRAYS 
speed subscriber service by reducing 
card-handling time 


FLIP OPEN AT ANY CARD... the Supported V-Angle keeps the card 
in position without being held. User’s hands are free to take notes or use 
telephone. IF CARDS ARE REMOVED for posting or replacement, special 
Measured Space Control keeps space ready for refiling, even though tray is 
in constant use. USE TRAY FROM EITHER END, thanks to Acme Visible 


Two-Way Lock-In Indexors. 


LIKE ALL ACME VISIBLE TELEPHONE EQUIPMENT, the Supported 
V-Angle Tray is designed by Acme Visible Systems Engineers working closely 
with experienced telephone operations experts. Send coupon for free litera- 


ture on full line of efficiency aids for telephone paper work. 
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PN VISIBLE 


World's Largest Exclusive Makers of Visible Record Systems 
ACME VISIBLE RECORDS, Inc. 
4012 North Aliview Drive, Crozet, Va. 


Without cost or obligation, please send more 
information about your new equipment and 
systems for handling telephone records. And 
give the address of the nearest representa- 
tive in your nationwide sales and service 
organization. 

We have_______line cards and 

cable and terminal records to handle. 


NAME TITLE 
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CITY 
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FOR EVERYTHING YOU NEED 


Kellogg is close by with fast, dependable 


Nuts, bolts, cable, terminals, batteries... you’ll find everything it takes to run a telephone 
company under one roof at Kellogg. Eight completely stocked, conveniently located ware- 
houses are only a phone call away. And when you call Kellogg you’re talking with trained, 
experienced telephone men who understand your needs, know exactly what you require. 
For telephony’s most complete source of dependable equipment, such as shown on these 
pages, and fast, efficient service ... call your Kellogg representative. 


Kellogg Switchboard and Supply Company 


KE. / i O G G 6650 South Cicero Avenue, Chicago 38, Illinois 
Tp Communications Division of 


CHICAGO, ILLINO/S International Telephone and Telegraph Corporation 





Copperweld Lashing Wiro—.091 or .080 
special soft copperweld lashing wire is rec- 
ommended for areas subject to corrosive 
fumes or atmosphere; should be used with 
copper or copperweld strand. Coiled by 
CABLE SPINNING EQUIPMENT COMPANY. 


MoPeCo propane tent heaters give fast 
dependable heat to splicers working aerial 
cable in cold, wet and windy weather. Two 
sizes—8,000 or 12,000 BTU + 50 hr. maxi- 
mum output, 20 Ib. tank + Two 4-ft. ad- 


justable chains + Low pressure regula- 
tor + 30-ft. L.P. gas hose * Weight: 
pounds + Size: 10” diameter x 14” high. 


MORRISON-PELSUE COMPANY. 


Terminal Socket Wrench—Finger type, 
easy to carry pocket tool (3” x 1”) with 
plated steel hex ends for 3/8” and 7/8” 
nuts and deep sockets for terminal posts. 
Bright red phenolic gripping area helps 
prevent accidental loss and insulates the 
two steel ends from each other. 
RELIABLE ELECTRIC COMPANY 


Big Capacity in Small Size. Unique posi- 
tive plate in Exide-Tytex Battery has large 
area of active material that results in high 
capacity. Exclusive patented Silvium grid 
resists corrosion — prolongs battery life. 
Taperless plastic jars save one-third space. 
Exide Industrial Division, THE ELECTRIC 
STORAGE BATTERY COMPANY. 


Developed for Better Insulation, the 
Cook Testerm Drop Wire Connector im- 
Proves connecting and testing methods, oc- 
cupies less space and provides terminating 
facilities for drop wire. Made by COOK 
ELECTRIC COMPANY. 


Telephone Insulators manufactured by 
PORCELAIN PRODUCTS CO., Carey, Ohio. 
Numbers 6066, 6064, and 6065 meet exact- 
ing AT&T specifications for “C,"’ S," and 
“T" knobs, respectively. Number 4 and 4- 
two-groove, as well as numbers 6061 and 
6062, are manufactured to the same high 
quality standards that have established 
Porcelain Products Co. as a leading sup- 
plier of telephone insulators since 1894. 


.. EVERY DAY...Call, KELLOGG 


omplete service 


Regional Offices and Warehouses: 
CALIFORNIA: 


23 Broderick Road, Burlingame, Calif., OXford 7-5780 


GEORGIA: 


1594 Southland Circle, N. W., Atlanta 18, Ga., SYcamore 4-2441. 


ILLINOIS: 
4600 So. Tripp Ave., Chicago 32, Illinois, CLiffside 4-4300 


KANSAS: 


7th & Sunshine Road, Kansas City 15, Kansas, MAyfair 1-4418 


NEW YORK: 
327 North West Street, Syracuse, N. Y., HArrison 2-9251 


TEXAS: 
1515 Turtle Creek Blvd., Dallas 7, Texas, Riverside 7-5191 


EXPORT: 
4600 So. Tripp Ave., Chicago 32, Illinois, CLiffside 4-4300. 


Crapo Tangent Supports for One-Pair 
Parallel Rural Distribution Wire. Made of 
tough, springy stainless steel wire (.109” 
diam). Coated with neoprene. Oval-shaped 
spirals provide close, uniform gripping ac- 
tion, reduce possibility of slippage. INDI- 
ANA STEEL & WIRE COMPANY, INC. 


D-C Voltage Reducer—The LORAIN Bat- 
Tap produces a 24-volt dc supply from a 
48-volt battery with efficiencies as high as 
80-89% from 25% of rating to 30% over- 
load. No moving parts, foolproof circuits, 
simple to install, fits on a 19-inch relay 
rack, weighs only 32 pounds. 
LORAIN PRODUCTS CORPORATION 





KLEIN 


preferred by linemen 





m-l(-taiaiaicliice 


| 


| west Dial, 


| issue of first mortgage bonds, 


Inc., Sarcoxie, to purchase, 
were filed respectively with the Mis- 
souri Public Service Commission on 
Dec. 1 and Dec. 2. 


General of Cal. Markets 
$30 Million Bond Issue 
General Telephone Co. of California 
on Dec. 2 awarded its 30-million-dollar 
Series 
M, due Dec. 1, 1989 to The First Boston 


| Corp. and Equitable Securities Corp., 


3118-PRS TOOL POCKET 


| 
pa 4 BeLT 
AND 5127 POCKET 
5140-K UTILITY POCKET 


| or on approximately a 


representing a group (TELEPHONY, Nov. 
21). 

The securities were awarded at a 
price of 99.39 for a 5 per cent coupon, 
5.04 per cent 
cost-of-money basis. 

The First Boston Corp. and Equitable 
Securities Corp. are placing the bonds 
on the market for general distribution 


at par. 


Competing bids for the bonds, each 


| with a 5 per cent coupon, were submit- 


ted by groups headed by Halsey, Stuart 
& Co., Inc., 99.38999, Paine, Webber, 


| Jackson & Curtis and Stone & Webster 
| Securities Corp., 98.81, and White, Weld 


5295 SAFETY STRAP 


& Co. and Kidder, Peabody & Co., 99.38. 
General Telephone Co. of California 


| will use the net proceeds to repay short- 


The name Klein on leather goods is 
known and preferred by linemen and 
electricians everywhere. Klein tool 
belts, safety straps, pouches and pockets 
represent the highest in quality, the saf- 
est in design and construction. 

In safety straps, Klein-Kord was the 
first specially woven fabric strap de- 
signed to permit the use of a tongue-type 
buckle without risk of slitting or rip- 
ping, even under severe strain. 

Now Nylon Klein-Kord safety straps 
are the newest Klein development offer- 
ing maximum safety with maximum flex- 
ibility. These are the only nylon straps 
designed to meet the tests given in 
Edison EI Miocerle Institute Report AP-2. 


< 


Free Tool Guide 
\ Acopy of the new Klein Pocket 
\ Tool Guide will be sent on 
request. 
\ —— Fereign Distributor: 
taternattonsl Standard Electric Corp., N. Y. 


Mathias oom KM LEIN =: & Sons 


term bank loans and for construction 


and expansion purposes. 


Ask Financing OK in Mo. 

The Twin Lakes (Mo.) Telephone 
Co. on Nov. 20 filed application with 
the Missouri Public Service Commis- 
sion for permission to borrow an addi- 
tional sum of $250,000 from Stromberg- 
Carlson, and to issue mortgages and/or 
deeds of trust on its property. The 
Twin Lakes company also on the same 
date, asked to issue 1,000 shares of its 
preferred stock. 


Approve Sale in Minn. 

The Minnesota Railroad & Ware- 
house Commission on Nov. 25 approved 
the sale of the Northland Telephone 
Exchange, Hill City, to the Northland 
Telephone Co., Hill City. The North- 
land exchange serves approximately 239 
stations. 


Obituary 

CYNTHIA T. ADEE, president 
and general manager of the Delhi 
(N. Y.) Telephone Co. died on Dec. 2 
after suffering a second heart attack. 
Miss Adee had been confined to the 
Delhi hospital since Nov. 17 when she 
had suffered a “mild” heart attack. She 
was apparently making satisfactory 
progress toward recovery when the fa- 
tal attack occurred. 

Miss Adee 


56, 


was a native of Delhi. 


She graduated from Elmira College 
for Women. For one year, she taught 
in the public school system in Puerto 
Rico but returned to Delhi to care for 
her ill mother and to tend the family’s 
business interest, Delhi Telephone Co. 
When her mother died in 1946, Miss 
Adee became president and general 
manager. 

Survivors include her brother, Ho- 
ratio, vice president of the Delhi com- 
pany; a sister, Mrs. Charles Mitchell 
of Albany and three nieces. 


Two Who Did Not Yield Line 
Face Hearing in New Jersey 

Two women of the Millburn, N. J. 
area, who on Nov. 14 allegedly failed 
to yield a party line to Dr. Marvin 
Becker, so that he could telephone for 
an ambulance for an 81-year old heart 
attack victim, faced a municipal court 
hearing at Millburn on Nov. 28. 

The doctor told the police, when he 
attempted to make the telephone call, 
the women had said they didn’t care 
“anything about any patient,” and the 
victim’s daughter then had to use a 
neighbor’s telephone. 

Mrs. Mary C. Zelinski and Mrs. Jean- 
ette Hausler reportedly may lose their 
telephones if they are found guilty of 
refusing to give up the line in an 
emergency, which is in violation of New 
Jersey’s Disorderly Persons Act. 

Gov. Robert B. Meyner signed into 
law on Dec. 27, 1955 a bill making it 
illegal to hang on to a telephone party 
line when somebody else wants to make 
an emergency call. The law 
a penalty of up to year in jail and 
$1,000 fine. In the definition of the 
law, emergency calls are those “rela- 
tive to the protection of human life or 
property when the summoning of aid is 
essential.” 


provides 


Independents To Have Largest 
Station Gain Yet During 1959 
The Independent telephone industry 
during 1959 expects to record the larg- 
est station gain—715,200—in any sin- 
gle year of its history, the United 
States Independent Telephone Associa- 
tion reported in a member letter. 
According to the association’s statis- 
tical department, on Dec. 31, 1958, the 
Independents had 10,184,000 telephones 
in service as against an estimated total 
of 10.9 million at the end of Dec. 31, 
1959, which is a 7 per cent gain. 
Independent telephones have increased 
by 36 per cent during the past five 
years. Station gains during the four 
years previous to 1959 were recorded 
as follows: 1958—513,000; 1957—560,- 
000; 1956—651,000; 1955—465,000. 
The USITA says that there is evi- 
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A compact 
4-wire terminating set 


Single unit, with cover removed 
to show adjustment facilities. 


Segregation of hybrid terminations and signaling equip- 
ment from the four-wire carrier or voice frequency cir- 
cuits gives great flexibility in the methods of terminating 
the circuits. 

The Siemens Ediswan 4-wire Terminating Set (Type 
TSA 1711) is a compact and robust unit which can be 


arranged for panel or rack mounting, and will deal with 4 units assembled on mounting plate. 
all practical switching methods. 


Circuit arrangements allow for any of these applications: 


1. 2-wire switching with included compromise balance 

2. 4-wire line and network switching with external precision balance ; y i F ‘1/2 i 
3. 4-wire line and network switching for tail-eating connections Height. .1-11/16 in. (43 mm.) Width... 4-1/8 in. (105 mm.) 
Suitable for 600 ohm/600 ohm connections and with any 
type of voice frequency signaling equipment. 


Max. projection from face of mounting plate. .5-1/16 in. (130 mm.) 


Weight (single unit).....................2 lb. 14% oz. (0.95 kg.) 


Available trom stock. Weight of 4 units on 19 in. daasies ane x 1% in. (44 mm.) mounting 
For full details write for pamphlet 592A. FO vss o> ++ +70 BSE Or bey 


extending the frontiers of telecommunications 


SIEMENS EDISON SWAN LIMITED An A.E.I. Company 


Telecommunications Division P.D.8, Woolwich, London S.E.18, England 
E DISW AN Cables: Sieswan London 
“suai” 
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There’s VERSATILITY 
in TELEPHONE 
SYSTEM SERVICE 


biletty 


eb 


Complete “‘versatility” is possible for 
telephone system service with portable 
U.S. Versa-Trailer standby emergency 
power units in sizes from 10 kw to 35 
kw capacity. 


Units provide both single phase power 
for lights and 3-phase power for other 
meeds. Many exchanges in an area can 
be served by a single unit. 


—_ —— 


Telephone systems | | 
use U.S. portable ' - 
generating sets for 1h Fug | 
on-the-spot power gt 

needs. Sizes 750 

watts and larger, 

air-cooled. 


= 


ENERATOR 


ENGINE 


Portable engine 
blowers provide 
convenient means 
of furnishing fresh 
air to manholes, 
or for ejecting 
smoke, fumes, etc. 


ENGINE BLOWER 
a> 


Motor driven 
blowers like engine 
driven counter- 
parts, are invalu- 
able for exhaust- 
ing contaminated 


MOTOR DRIVEN 
BLOWER 
for complete information write... 


ES MOTORS 


CORPORATION 
110 W. Sth Ave. / Oshkosh, Wis. 
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dence that “a part of the increased sta- 
tion gain is due to increased marketing 
and sales activities on the part of many 
companies.” 


Annual gross revenues are expected 
to show a gain of 9.2 per cent—from 
808.8 million dollars in 1958, to an es- 





Total telephones 

No. of operating companies 
No. of exchanges 

Investment in telephone plant 
Gross revenues 

No. of employes 

Daily local calls 

Daily long distance calls 


timated 882.9 million dollars for 1959. 
Expansion expenditures during 1960 
will be 450 million dollars, it is esti- 
mated. 
Comparative figures for 1958 and 
1959, reported in the member letter, are 
as follows: 


Dec. 31, 1959 (est.) 
10,900,000 
3,600 
10,760 
$3,651,500,000 
882,900,000 
100,000 
52,700,000 
1,800,000 


Dec. 31, 1958 
10,184,800 
3,867 

10,765 
$3,187,050,000 
808,800,000 
98,300 
49,143,000 
1,700,000 


REA Approves Allocation 
Of Seven Telephone Loans 


HE RURAL Electrification Ad- 

ministration on Nov. 27 approved 

seven telephone loans, to help pro- 
vide new and improved telephone serv- 
ice, as follows: 

Dos Palos (Cal.) Telephone Co.; 
$602,000. These funds will help the 
borrower to improve service for 48 
subscribers and to furnish initial serv- 
ice to 125 subscribers. In addition, pro- 
vision is made in the loan to install 
automatic toll ticketing equipment in 
the Dos Palos exchange; provide for 
an increase in the proportion of pri- 
vate and semi-private lines; install mo- 
bile radio telephone equipment to serve 
10 subscribers and for system mainte- 
nance and completion of the authorized 
system. 

The subscribers who will receive im- 
proved service are now served from 
four subscriber-owned lines in the Dos 
Palos area. The borrower proposes to 
acquire these small companies. 

REA loans to this company now total 
$1,317,000 which will benefit 2,306 sub- 
scribers. The completed system will 
consist of three exchanges which are 
now furnishing dial service to approxi- 
mately 1,700 subscribers. 

Richard D. Crowe is president and 
manager of the Dos Palos company. 

. 


Mid-Century Telephone Cooperative, 
Canton, Ill.; $275,000. 

This loan will be used to improve 
service for 443 subscribers and to fur- 
nish initial service to 59 subscribers. 
The existing subscribers now receive 
manual service through the Victoria 
Mutual Telephone Co. and a_ small 
switcher company at Dahinda. The 
borrower proposes to acquire these fa- 
cilities and rehabilitate them. 

A new dial office will be constructed 
at Victoria to serve both areas. REA 
loans to this borrower, now totaling, 


$944,000, will benefit 1946 subscribers. 
The completed system will consist of 
seven exchanges, six of which now fur- 
nish dial service to approximately 1,200 
subscribers. 

Calvin Cook is president and Clyde 
E. Eskridge is manager of ‘the Mid- 
Century cooperative. 

* 

The Craw-Kan Telephone Cooperative 
Association, Girard, Kan.; $445,000. 

Funds from this loan will help to 
improve service for 473 subscribers and 
to furnish initial service to 205 sub- 
scribers. The company recently ac- 
quired three small companies which 
now provide manual service to the ex- 
isting subscribers. They are: Savon- 
burg Farmers Mutual Telephone Co.; 
Katy Telephone Co., Elsmore; and 
Stark Mutual Telephone Co. The bor- 
rower will be reimbursed for these ac- 
quisitions. 

A new dial central office will be built 
at Savonburg to serve the three areas. 
REA loans to the borrower now total 
$2,716,000 which will enable it to fur- 
nish new and improved service to 5,774 
subscribers. Fifteen of the proposed 16 
exchanges are now furnishing dial 
service to approximately 4,725  sub- 
scribers. 

Lawrence Thorp is president and 
John Frerichs is manager of the Craw- 
Kan cooperative. 

. 

Thermal Belt Telephone Co., Tryon, 
N. C.; $221,000. 

This loan will enable the borrower to 
complete its system as authorized un- 
der previous loans. 

The company has received REA loans 
totaling $1,361,000, to provide dial tele- 
phone service to 3,337 subscribers in 
North Carolina and in South Carolina. 
The completed system will consist of 
five exchanges. 
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Mrs. B. H. Douglas is president of 
the Thermal! Belt company, and B. H. 
Douglas is manager. 


Sooner State Telephone Co., Okla- 
homa City, Okla.; $375,000. 

This loan will help to furnish initial 
service to 250 subscribers and to im- 
prove service for 466 subscribers. The 
borrower plans to acquire the Apache 
Telephone Co. which now furnishes 
manual service to the existing subscrib- 
ers. A new dial central office will be 
constructed at Apache. 

This borrower has now received REA 
loans totaling $1,055,000 which will 
finance new and improved service to 
2,076 subscribers. The completed sys- 
tem will consist of five exchanges. 

Mrs. Gloria Sheinbein is both presi- 
dent and manager of the Sooner State 
company. 

* 


West River Cooperative Telephone 
Co., Inc., Bison, S. D.; $679,000. 

These funds will aid in improving 
and expanding telephone service. The 
new borrower’s 256 existing subscribers 
will receive improved service and initial 
service will be extended to 374 sub- 
The company now furnishes 
both dial and magneto service through 
its central office in Bison. 

New and larger dial facilities will be 
installed in the leased office 
space. 

A portion of these loan funds will re- 
finance the borrower’s existing indebt- 
edness incurred by partial rehabilita- 
tion of the system. 

Frank Butler is/president and L. J. 
Schultz is manager of the West River 
cooperative. 


scribers. 


present 


DeKalb Telephone Cooperative, Alex- 
andria, Tenn.; $299,000. 

This loan will be used to finance 
initial service for 507 subscribers and 
to install mobile dial radio telephone 
facilities. 

REA loans to the DeKalb cooperative 
now total $2,479,000, which will benefit 
4,338 subscribers. Six of nine proposed 
exchanges are now furnishing dial serv- 
ice to over 1,700 subscribers. 

W. V. Odum is president and Edward 
Hildreth is manager of the DeKalb co- 
operative. 


Rex Brown Named Minnesota 
Company Operations Head 

Announcement of the employment of 
Rex Brown as operations manager of 
the Pineland Telephone Co., McGregor, 
Minn., was made on Dec. 2 by O. L. 
Johnson, Pineland’s president. 

Mr. Brown was formerly general 
manager of the Delta County Telephone 
Co., Paonia, Colo. 
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He has had telephone communications 
experience with both Bell System and 
Independent companies. More recently, 
he was employed as an engineer for 
Communication Consultants, of Fargo, 
N. D. 


AT&T Asks Change in 
Depreciation Tax Code 

The U. S. Treasury Department re- 
cently issued a questionnaire to busi- 
ness concerns entitled, “Survey of De- 
preciation Practices.” Among the pub- 
lic service companies receiving the 
questionnaire was the American Tele- 
phone & Telegraph Co. 


One of the treasury department’s 
questions asked the recipients for their 
views as to the basic principles which 
should be considered in establishing de- 
preciation deduction for federal income 
tax purposes. 

In its reply to this question, which 
recently was made public, the AT&T 
recommended that the present tax law 
be changed to allow for the “true eco- 
nomic cost” of the consumption of 
property (depreciation) to recognize 
changes in the purchasing power of the 
dollar after an item of property is ac- 
quired. 
this 


In making recommendation, 


Have Republic furnish 
carefully selected materials— 
properly creosoted. 
Their long service life 
will appeal to you— 


li 


a 


PueA 


CREOSOTED 
PRODUCTS 


A COST-CONSCIOUS BUYER 


| REPUBLIC CREOSOTING COMPANY 


MERCHANTS BANK BUILDING - INDIANAPOLIS 4, INDIANA 
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K-31 


with the new 


Kellogg Repeater 


doubles 


Carrier System Mileage! 


rent 2 al i 


The only system offering a Repeater 


Check these advantages: 


Kellogg’s exclusive new repeater doubles the mileage you 
get from your K-31 carrier system. 


Two repeaters triple your carrier mileage. 
ae And Kellogg repeaters are surprisingly low in cost! 


ma Kellogg Carrier offers more exclusive features than any other 
system on the market (see facing page). 


[iw Kellogg’s low price is complete, “no extras.” 


That’s why you'll find Kellogg K-31 Rural Subscriber Carrier being 
installed by more and more independents across the country. 


For more details on Kellogg Carrier see our ad on the facing 
page, then... call Kellogg for complete information. 


KEILOGGE 


CHICAGO, ILLINOIS 


Kellogg Switchboard and Supply Company 
6650 South Cicero Avenue, Chicago 38, Ill. 


Communications Division of International Telephone and Telegraph Corporation. 


See pages 10-11 for list of Kellogg offices 


| AT&T stated that the law should re- 


quire that depreciation allowances for 
tax purposes be conditioned upon the 
use by the taxpayer of the same basic 
method in determining depreciation in 


| his accounts. 


The present law, the AT&T said, does 
not allow for “true economic cost” by 
recognizing the changes in the value of 
the dollar; therefore, the effect of the 
law is to erode, in terms of real dol- 
lars, the capital employed in the busi- 


|} ness. 


AT&T stated that the need for the 
change in the law is _ particularly 
acute for companies, such as telephone 
companies, which employ relatively 
large amounts of capital invested in 
long-lived plant in relation to revenues, 
and whose depreciation expense, there- 
fore, is a major item in the cost of 
doing business. 


The full text of AT&T’s answer to 
this particular question follows: 


“An income tax operates fairly only 
if the tax is imposed on the amount of 
income remaining after deduction of all 
expenses of operation of the business. 
One expense is depreciation—the provi- 
sion to cover the consumption of equip- 
ment and other property used in the 
production of goods or services. 


“However, the present tax law does 
not allow for the true economic cost of 
this consumption of property, since it 
does not recognize changes in the pur- 
chasing power of the dollar after an 
item of property is acquired. 


“Accordingly, in a period of inflation, 
the effect of the present law is to erode, 
in terms of real dollars, the capital 
employed in the business. 


“We urge that this erosion should be 
prevented by a change in the tax law to 
permit depreciation allowances to be 
determined by taking into consideration 
changes in the value of the dollar. 


“The need for revision of the code 
along these lines is particularly acute 
from the standpoint of companies, such 
as telephone companies, which employ 
relatively large amounts of capital in- 
vested in long-lived plant in relation to 
revenues and whose depreciation ex- 
pense is, therefore, a major item in the 
cost of doing business. 


“Such companies bear an unfair por- 
tion of the tax burden as long as the 
tax law does not permit depreciation 
allowances to be expressed in current 
dollars, and companies which employ 
relatively small amounts of capital in 
relation to revenues are favored. This 
discrimination would be eliminated un- 
der the proposed change. 


“In view of the continuous decrease 
in the purchasing power of the dollar 
in the postwar period, this matter has 
been of great concern to the Bell Sys- 
tem companies for a number of years. 
On July 22, 19538, Russell E. Driver, 
then vice president of Michigan Bell 
Telephone Co., in an appearance before 
the House Ways and Means Committee, 
recommended that the tax law be 
changed to permit price-level deprecia- 
tion. 


“Workable procedures for computing 


| depreciation allowances on the proposed 
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representatives at a meeting with the 
Joint Committee cf Internal Revenue 


Taxation on Nov. 17, 1953. 

“These procedures would convert the | 
depreciation base to equivalent current | eee 
dollars, using a generally accepted in- | 


dex of purchasing power. Normal de- | 
preciation rates as presently determined 


would then be applied to this deprecia- offers all these features 


tion base. 


“With inflation continuing, the situa- 
tion is even more acute today than it | 
was in 1953. Accordingly, we again 
urge Pro the bam law be changed to 
remedy this unfair situation. 
“The tax law should permit price- | than any other 
level depreciation for tax purposes, and | 
should require that depreciation allow- | 


& 
ances for tax purposes be conditioned | } 
upon the use by the taxpayer of the | a 
same basic method in determining de- | 


preciation in his accounts. 


“At present, generally accepted ac- | 
counting principles require that the ac- 
counts show depreciation on an histori- 
cal cost basis, and we believe that the | 
present tax law is a major obstacle | 
preventing accounting opinion from rec- | 
ognizing price-level depreciation as an 
acceptable alternative. 

“The recognition of price-level de- 
preciation for tax purposes would, in 
our opinion, go a long way toward solv- | 
ing accounting problems as well as 
many other troublesome problems grow- 
ing out of inflation which face business 
generally and regulated companies in 
particular.” 


T.0.P. TOPICS 


Continued from page 28 


basis were described by Bell System is fs fs sf Ff 2 fr aa = 


The Federal Tax is entered on the 
coin telephone ticket, for the amount 
actually collected at the coin telephone. 
This may result in a slight discrepancy | 
at times, since the charge is computed 
on the coin box table. However, since 
the call originated at a coin box and 
the initial deposit required the coin box 
tax, it must be handled to conclusion in 
the same manner. : : 
wy Built-In Stand-By Power as standard equipment! Sufficient 
to operate 4 channels for 12 hours if commercial power fails. 


station, pass the ticket details to the (Ww Built-In Compandors! Reduce line noise and cross-talk on open 
“Universal Operator” at the TTC (Ter- wire line so that circuits meet transmission standards. 
minating Toll Center). Enter, or en- Automatic Regulation! Maintains constant output level regard- 
cirele, “col.” on the ticket, enter “psd less of line loss variation due to changing weather conditions. 

to (TTC opr) (time)” in the space for 7 Completely Transistorized! Including power supply! Guarantees 
reports and “T” at the top of the steady toll quality performance. 

ticket. Best of all, the low cost of the complete systems, “no extras,” 

will enable you to prove it even on short distances. 


Call Kellogg . . . and get full details on telephony’s most effective 
and economical carrier system. 


If you receive a collect call to a pay- 


If a “wh ok col” report is received, 
enter, or encircle, “yes” in the “Ac- 
cepted” space, and “timed by (TTC)” 
in the space for reports. Stamp the DON’T FORGET, only one relay is required for each 
time of day on back of the ticket when terminal of Kellogg’s K-32 Trunk Line Carrier. 
conversation starts and cancel the 
ticket. 


If a distant toll center passes you a V4 GG 
collect call to a paystation in your office ELLO 
or one of your tributary offices, record CHICAGO, ILLINOIS TT 
the call on an “IN” ticket, enter “rec’d 
(time)” in the space for reports and Kellogg Switchboard and Supply Company 
proceed generally as on an “OUT” call. 6650 South Cicero Avenue, Chicago 38, Ill. 
The methods for handling collect calls Communications Division of International Telephone and Telegraph Corporation. 


to paystations are being revised to See pages 10-11 for list of Kellogg offices 
conform to other new practices. These a a Swine 4 EEE EE a 
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Communications 


¢H—0———__—— 
all over the 
FREE WORLD 


Discover the 
value in BIG TEAM 
programming. 


Call Hirsch first 
when the job 
is communications. 


Get on-schedule 
Completions 

at 

Competitive Prices 


Engmeering, 
supervision, 
purchasing, 
equipment and labor 
. . « all or in part, 
inside, outside, 
commercial . . . 
industrial, 

National Defense 


GUSTAV HIRSCH 
ORGANIZATION, Inc. 


1347 West Fifth Avenue 
Columbus 12, Ohio 
HUdson 8-0611 








| new practices have to do with some 


more “streamlining” activities. All un- 
necessary operations are being elimi- 


nated as fast as newer, more practical 


methods are devised. Another change 


| only means another step to better serv- 


ice in the future. 
(To Be Continued) 


General of Ohio Moves 
Accounting to New Office 
The General Telephone Co. of Ohio 
recently moved its general accounting 
department into a newly remodeled of- 
fice in Marion. The department has 


| 9,500 square feet of floor space and 
| was engineered for modern office prac- 


tice. 


The accounting department, which 


| consists of three sections — revenue, 
| business machine, and general—handles 
| 1.2 million toll tickets each month rep- 


if : f Ps r L j 
A ~~ 


<<) 
iy | 
,_tw 


| 


resenting long distance calls made by 
subscribers in all the company’s ex- 
change areas. 


Also handled by the department are 
regular telephone bills, company spend- 
ing, taxes, employes’ pay, etc. 


A business machine section processes 
bills, checks and accounts. This section 
is Marion’s largest user of Interna- 
tional Business Machine Corp. equip- 
ment. 


In 1957, the company devised a new 
system of billing subscribers via a ma- 
chine method. Since then, at one time 
or another, the accounts wind up on a 
punched card. 


Herbert J. Vrooman, controller, is 
head of these operations, while Frank 
B. Summerson is in charge of revenue 
accounting and C. Martin Gould of busi- 
ness machines. 


Te 
Foi lak 


F | 


ie 


Almost all the operations of General Telephone Co. of Ohio’s general accounting 
department, which recently moved into a new office, are shown in this photo. 
UPPER LEFT—Clerks of General’s revenue accounting section handle subscriber 
accounts. UPPER RIGHT—IBM machines process telephone bills, employe pay- 


| rolls, and all other computing for General’s accounting section. Two full-time IBM 


men handle maintenance. CENTER LEFT—Clerks and officials in the general 
accounting section work over employe payrolls, company taxes and other account- 
ing functions. CENTER (Cover Photo)—This electronic computer handles 100 
punched «ards a minute. CENTER RIGHT—The company mail room, also located 


| in the new offices, is staffed by four men. The streamlined sorting table was de- 
| signed for efficiency. LOWER LEFT—Members of revenue accounting are shown 


occupied with daily business. Frank Summerson, section head, is standing at the 


| left. LOWER RIGHT—Keypunch operators punch out cards prior to processing 


by business machines. 
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in close quarters... 


...around curves 
cross country... 


two new Barber-Greenes 
““digginest’’ ditchers 
in their size range* 


These two new Barber-Greene wheel ditchers have the 
all-around “digability” to make fast work of any ditch- 
ing job in their size range—jobs that call for the utmost 
in speed, flexibility, ruggedness amd economy. They in- 
clude general utility work such as gas, water, electric and 
telephone services . . . drainage and excavating . . . plus 
the many other applications that require a speedy, de- 
pendable ditcher. 

Many new, exclusive features—not available on any 
ditchers in their range—enable the Models 772 and 773 
to dig up to 25% more ditch per day. For example, fewer 
moving parts mean low-cost, low maintenance operation 

. fully guarded drive chains and automatic overload 
protection give maximum safety . . . dual-range Hydra- 
Crowd transmission provides infinitely variable digging 
speeds from 0 to 28 f.p.m. 


Write for new bulletin describing how the many exclusive 
oes . a - a os ine al teil saad Barber-Greene advantages enable the new 772 and 773 
f i i es " wi and to 5’6” deep. Mode . . 
fib cantly ebdien ty ule where aohite wtih is ‘and a factor. to dig up to 25% more ditch per day. otis 
-4-D 


Representatives in Principal Cities of the World 


Main Office and Plant AURORA, ILLINOIS, U.S.A. 


Plants in DeKalb, Illinois..Detroit..Canada..England..Brazil..Australia 


CONVEYORS .. . LOADERS . . . DITCHERS .. . ASPHALT PAVING EQUIPMENT 
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COME 
10 


FOR 
EVERYTHING 
IN 
TELEPHONE 
PRINTING 


No question about it! SUTTLE 
provides everything in telephone 
printing needed by the Independ- 
ent Telephone Company. And, for 
fifty years the Printing Division 
of Suttle Equipment Corporation 
has been a leading printer of 
forms and stationery for tele- 
phone companies. Years of spe- 
cialization together with the com- 
plete, modern equipment in the 
SUTTLE Lawrenceville, Illinois 
plant enable us to offer you print- 
ing work tailored exactly to your 
needs — at costs that save you 
money. Write us about your re- 
quirements for subscriber bills, 
toll tickets, accounting forms, 
snap-out or carbonized sets, 
R.E.A. forms. Ask for details on 
SUTTLE’s cooperative directory 
printing plan. 


SEND FOR NEW STANDARD 
FORMS PRICE LIST TODAY! 


Serving Independent Telephone 
Men Since 1910 


EQUIPMENT CORP. 


401 North 15th St., Lawrenceville, Ill. 
Lawrenceville 782 

135 S$. LaSalle St., Chicago 3, Illinois 
DEarborn 2-3108 


causes. A simple loop resistance meas- 
urement through the cross itself does 
not always afford a very reliable means 
for determining the distance to the 
fault. 


For this reason a Varley measure- 
ment is made to locate the fault. Un- 
less there is considerable leakage in the 
line circuits, the accuracy of the Varley 
measurement will not be affected by the 
resistance of the cross itself. The test- 
ing procedure is as follows: 


(1) Line wires 1 and 2 are looped to- 
gether at the distant end. 

(2) Line wires 3 and 4 are opened 
| at the distant end. 

(3) Line wire 3, which is crossed 
with the line 2, is connected to 
| ground at the testing point, as shown 
in Fig. 2. 

(41 A loop resistance measurement 
of wires 1 and 2 is made. 

(5) The Varley measurement is then 
made in the manner as heretofore de- 
scribed for locating a ground, which, 
in this case, is equivalent to locating 
the cross of fault “F” in Fig. 2. 


The distance to the fault is calculated 
by means of the formula: 


D = L—V~=+2 where: 


H 
D = distance to the fault in miles. 


L = loop resistance in ohms of line 
wires 1 and 2. 





WHEATSTONE BRIDGE MEASUREMENTS 


Continued from page 40 


V = Varley measurement in ohms. 
H = one-half of known resistance per 
loop mile of the line wire. 


For the purpose of counterbalancing 
the effect of certain electrical character- 
istics detrimental to satisfactory con- 
versation over long cable circuits, the 
lines are “loaded.” This is accomplished 
by the use of loading coils, space] at 
regular intervals along the lead. These 
coils consist of a winding of insulated 
copper wire having a very low resist- 
ance wound upon a closed circular core 
of magnetic metal. 


The loading coil winding is divided 
into two equal parts, one of which is 
connected in series with one wire, and 
the other in series with the second wire 
of the pair. 

In order to determine the location of 
a fault on a loaded line circuit, it is 
necessary to take into consideration the 
resistance of the loading coils. The sum 
of the resistance of all the loading coil 
windings forming a part of the line 
circuit being tested, must be subtracted 
from the Wheatstone bridge measure- 
ments. The remainder will be the actual 
resistance of the circuit, and the loca- 
tion of the fault may then be deter- 
mined in the manner heretofore given 
for non-loaded line circuits. 


(To Be Continued) 


LOCATING TROUBLE IN UNDERGROUND CABLE 


Continued from page 26 


However, where the cable splices are 
considerably below the street level, a 
good wire laid on the ground and made 
equal in length to the faulty cable con- 
ductor may not reach the cable con- 
ductor ends in the manholes. 


That, again, is no problem where 
wire of the same material and gauge 
as the defective cable conductor is avail- 
able, since the faulty conductor may be 
pieced out in both manholes so that the 
good and bad wires are of exactly the 
same length and the test performed as 
outlined above. 





However, where piecing out wire of 
the same material and gauge is not 
available and an extension lead of a 
different material or gauge has to be 
used, then the test procedure is modi- 
fied as follows: 

(1) Referring to Fig. 2(a), an insu- 
lated good wire, CD, is stretched on 
the ground between manholes A and B 
paralleling the cable. Make wire CD 
exactly the same length as cable con- 
| ductor AB including the cable ends 
racked in the manhole and the length 
| of the cable conductors in the splices. 





(2) Pull the good wire CD, Fig. 2(b), 
into one of the two manholes, such as 
manhole A, and connect it to the faulty 
conductor. Then, by means of an ex- 
tension lead, connect end of good wire 
D to the end of the bad wire in man- 
hole B. (This may consist of an addi- 
tional length of the wire used for the 
good wire in which case point D should 
be marked on the wire.) 


(3) See Fig. 2(c) (manholes and 
ground line omitted for clarity). Con- 
nect a 4.5 volt battery from point D 
to point B. Connect one end of a gal- 
vanometer lead to point A and equip 
the end of the other galvanometer lead 
with a probe. By means of the probe, 
make galvanometer deflection tests along 
the extension lead DB until point is 
located where zero deflection is obtained 
on the galvanometer, point E. Remove 
probe and make solid the connection of 
the galvanometer wire to the extension 
lead at point E. 

(4) Referring to Fig. 2(d), discon- 
nect battery from points DB. Ground 
one end of the battery lead and equip 
the other end with a probe. Move probe 
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along geod wire until zero deflection is 
obtained. Mark that point on the good 
wire by means of friction tape. This 
point is designated in the diagram as 
point F. 

(5) Disconnect good wire CD, Fig. 
2(e), and stretch it on the ground be- 
tween manholes A and B as in Fig. 
2(a). The taped point on the good wire, 
point F, marks the location of the cable 
fault. 


UTILITY PR PRACTICES 


Continued from page 21 


anybody, until he gets there and sees 
what has to be done. He is thinking of 
the case he has to defend in court. 


Now that may be very good advice to 
give somebody in jail or who has had 
an automobile accident. But it would 
be the very worst kind of advice to give 
on a public utility controversy involv- 
ing public opinion. Take a contested 
rate case, for example, which—as it has 
often been said—must be tried twice, 
once before the regulatory commission 
and once before the bar of public 
opinion. Well, public opinion just will 
not stand still long enough until the 
lawyer gets around and tests every 
statement for possible complications. 
When public charges have been made 
against a company, refusal to be frank 
or make a prompt explanation invites 
distrust and suspicion, no matter how 
worthy the motives of the one who gave 
the counsel of caution. 

Let me hasten to add that I am not 
suggesting that the operations of the 
public relations officer and company 
counsel will necessarily be in conflict. 
On the contrary, a good top executive 
will see that they do not conflict, and 
that they get together and coordinate, 
as they usually do when they can op- 
erate on nearly equal levels. It is only 
when you make the public relations 
man clear everything with everybody 
else before he sends anything out, that 
what he does send out is eventually of 
little interest to anybody — especially 
the newspapers which have little taste 
for warmed-over handouts without fla- 
vor or originality. 

I have already mentioned the other 
side of this same picture in saying that 
public relations is everybody’s job. This 
is my fourth point. In centralizing the 
responsibility of public relations in a 
single officer, there is some danger of 
going too far in the other direction. I 
refer to the danger of fragmentation. 
This could happen where management 
attempts to delegate all the authority 
for maintaining good public relations 
to a single officer, giving everybody else 
the impression that they can forget 
about it. Nobody is that much of an 
expert in the field of public relations as 
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Build lines to STAY 


with the 
CHANCE 
8-WAY! 


This gives you a mole's eye view of what 


goes on below “see” level when a Chance 8-Way 
Anchor is dropped into a hole the same size as the base 
plate and expanded into solid earth all around the hole. 


@ Mike the MOL UNDERGROUND OBSERVER 


Only the Chance 8-Way Expanding 
Anchor, with its 8 rib-reinforced 
blades, expands into solid earth all 
the way around to form a pyramid- 
like square. 


This design adds strength to expand- 
ing anchors. The pyramid enlarges 
the effective area of the anchor’s 
holding power. Blades that expand 


HANGS COr 


*B*CHANCE CO. of Canada, Ltd., Toronto) 


side by side leave no wasted space 
between them—can be shorter, less 


apt to bend, and expand in a wide 
area of solid earth all around the hole. 


Make the Chance 8-way your stand- 
ard for the kind of guying you can 
install and forget. Available from 
your anchor distributor, in sizes 
from 60 to 200 sq. in. in area. 


CAS8-3 


8-Way Expanding Anchors give you all ‘round holding power 


...and there are CHANCE ANCHORS for all other soil and guying conditions 


CENTRALIA 
MISSOURI 
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to make it one man’s job or a one office 
job. It is everybody’s job, and the offi- 
cer in charge is the coordinator, not the 
substitute, for individual responsibility 
of everybody in the organization from 
the unskilled laborer right up to the 
top executive. 


Graft a Better PR Outlook 

The task to be done is to get each 
department to think of its own work in 
terms of its public relations aspect. In 
other words, people who have worked 
with complaints for years have far 
more practical experience with how 
they should be handled, including the 
public relations aspects, than any “spe- 
cialist,” however well-trained in public 
relations approach. The same may be 
said of those in charge of meter read- 
ing, billing, installation, etc. 

The problem here is to graft a better 
public relations outlook on the existing 
set-up, where it may be lacking or de- 
ficient, rather than interpose some new 
set-up just because it has a “public re- 
lations” label on it. The intervention 
of such a new set-up might even result 
in a slackening of the existing key per- 
sonnel’s interest, on the theory that the 
public relations part of the responsibil- 
ity has now been shifted elsewhere. 


My fifth and last point brings us 





aba 
With 


DIRECTOR 


PANCAKE 2800 Overfloor Duct 


back full circle to the objective of all 
public relations work. We must make 
a distinction between the public rela- 
tions program and the end which it is 
to serve. The end, the objective, is to 
make friends for the company, to build 
up public confidence in its integrity. 
The program, as such, is only a means 
to this end. It should be regarded as 
a tool. Now you know all tools some- 
times get dull. They have to be sharp- 
ened and kept up. Yes, sometimes they 
even have to be replaced. 


Take that very phrase “public re- 
lations.” We hear it bandied abroad so 
much these days as being virtually syn- 
onymous with propaganda and even 
false labeling that there is a danger 
that the two words are getting a bit 
shopworn and may even become a cas- 
ualty. If that happens we may have to 
drop them in favor of something else 
that does not have an unfair connota- 
tion. I hope not. But if that time did 
come, I say we should not flinch. We 
should not hesitate to switch to some- 
thing else, because no tool is more im- 
portant than the end which it is sup- 
posed to serve. 

So it is important that our tools be 
kept in working order. And the test of 
this, I think, is whether it does an 
honest job. I do not like to use that 


new! 


FOR FIVE 
CONNECTORS 


Used with the Bell System Call 
Director Telephone, Wiremold’s 
2857T Terminal Fitting effectively 
provides an ideal housing for cable 
connectors. Of rugged diecast 
aluminum, it can be mounted on 
floors, walls, desks (side or 
kneehole). 


For away-from-wall locations, 
Pancake 2800 Overfloor Duct is the | 
neat way to house and protect the 
cable. Fitting and duct both hold 
100- or 75-pair cable. 


Get the full story from Wiremold 
or your electrical distributor. 





re WAR EMOLD “somrany 


HARTFORD 10, CONNECTICUT ADams 3-6251 


overworked word “communications” or 
that other overworked word “image.” 
But we should ask ourselves does the 
program, whatever we may call it, con- 
vey a true, fair, and honest message to 
the public? One that you believe in 
yourself. This is most important of all 
because if you do not believe your own 
message, how can you expect others, 
the general public, to believe it? In this 
respect, I think you are most fortunate. 

One of the most soul-satisfying things 
about public relations activity in the 
utility business is that you can believe 
in it, because it is right, it is fair. You 
can tell the story of public service 
which brings more benefits to more 
people, in terms of a higher standard 
of living, than all the corresponding 
state-owned utility services in all the 
rest of the world put together. I do 
not have to relate the greater number 
of telephones, the greater usage of gas 
and electricity per capita, the greater 
mileage of transportation, ete., which 
we have here in the United States com- 
pared with the rest of the world. You 
know all about that. 


The point I make is that here is 
something you can believe in yourself 
—something you know in your heart is 
right. Think what a wonderful thing 
it is just to be able to say that! Think 
of the thousands of paid propagandists 
for the enslaved masses of communistic 
nations who can never say that! Think 
of the mental agony of those men who 
must tell lies upon lies, day after day— 
for what—for the enslavement of more 
masses! 

No, you cannot improve on this truth. 
And no public relations program worthy 
of the name would ever try it. Tech- 
niques may come and gimmicks may 
go; but the simple, warm, and satisfy- 
ing task of making and keeping friends 
is a reward in itself which will surely 
be yours as you cultivate the good seed 
and reap the good fruit of good public 
relations! 


Book Review 


“GAS TUBES,” edited by A. Schure; 80 
pages; $1.50. 


electronic 
manufac- 
rectifiers, 
switching 


The use of ionized gas in 
tubes has made possible the 
ture of voltage regulators, 
thyratron controls and even 
tubes for telephone circuits. 


Yet, many technicians are not fully 
familiar with how these devices work. 
This book is one of an “electronic tech- 
nology series” which will fill out this 
gap in your education. Because it is 
confined to the single subject, the book 
is able to give a complete, straight-to- 
the-point description of these devices. 
You can order it from TELEPHONY. 


TELEPHONY 





specify REx 


FULLY COLOR CODED 


Polyethylene Cable 


FOR AERIAL AND DUCT TO REA SPEC PE-22 
BURIED SERVICE TO REA SPEC PE-23 


WRITE FOR CATALOG — CONTAINS 
COMPLETE DATA AND SPECIFICA- 
TIONS FOR ALL REX TELEPHONE 
WIRES & CABLES. 


THE Rex CORPORATION 


100 HAYWARD ROAD, WEST ACTON, MASS. 
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EXTRA HIGH-TENSILE 
TELEPHONE LINE WIRE 


fou low-cost 
Pew Lines 


© Spans up to 600 feet in Heavy Loading, 
650 feet in Medium Loading and 700 feet 
in Light Loading districts are possible where 
Crapo HTL-195 is employed. This extra long 
span construction results in marked savings 
in costs per mile of line. Pole structures can 
be reduced to a minimum. Fewer pole struc- 
tures mean substantial savings both in mate- 
rials and man-hours of labor. There is less 
hauling to be done, fewer holes to dig, less 
material to be handled, installed and con- 
nected. 

Improved electrical qualities make prac- 
tical typical subscriber loops of 14 to 15 
miles with normal voltages and equipment. 
Also can be used for subscriber carrier. 


White fou Engineering Manual No.TM-59 


INDIANA 


STEEL & WIRE CO., INC. | 
MUNCIE, INDIANA 
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SPACE-SAVING BATTERIES — The 
industrial division of Gould-National 
Batteries, Inc., announces that it has 
introduced a new line of light-weight, 
space-saving stationary batteries for tele- 
phone, switchgear, alarm system, con- 
trol, signaling, emergency light, and 
other applications where batteries are 
used as standby emergency power. Avail- 
able in 50 to 1140 ampere-hour capaci- 
ties, the new line of calcium batteries 
is designed for full float service. 


A Plastrite jar said to be lighter in 
weight than conventional containers, is 
claimed to save 30 to 40 per cent floor 
space, permit increased battery room 
capacity and reduce storage rack re- 
quirements. Easier to handle because of 
reduced overall weight, the high im- 
pact resistant plastic container will not 
bulge or warp under heat, Gould reports. 


The new calcium battery, according 
to the manufacturer, features several 
construction improvements that incor- 
porate the advantages of improved elec- 
trical characteristics with long life and 
dependable performance under rugged 
service. A new leak-proof post seal uti- 
lizes a seft rubber O-Ring in compres- 
sion to seal the post against any possible 
seepage: the acid-proof seal is reported 
to eliminate corrosion and wet covers. 


Breakage of the plastic cover due 
to the weight of the battery elements 
is eliminated, it is claimed, with an 
integral molded ledge on each end of 
the jars that supports all the element 
weight. 


The elements are prevented 


from shifting, even though a cell may 


TELEPHONY PUBLISHING CORP. 
608 S. Dearborn St. 
Chicago 5, Ill. 


be accidentally inverted, since the 
U-shaped plastic support is bonded to 
the jar edge. 

New terminal posts have a high ratio 
of contact of posts to the connector 
assuring, Gould says, full current-carry- 
ing capacity with maximum voltage from 


cell-to-cell at all times. All posts have 
bolt holes in both directions that permit 
assembling cells end-to-end or side-to- 
side. Request NP1236. 

w 


HYDRAULIC POWER UNIT—A unit 
designed power all the hydraulic 
equipment needed on a utility construc- 
tion body is an integral part of the new 
Uni-Power Body manufactured by Holan 
Corp. Holan builds the body, power 
plant and all hydraulic equipment as 


to 


Please have the manufacturer send me without obligation the literature 


indicated by the following numbers: 


NP1236 ; 
NP1240 ee 


NP1237 
NP1241__ 3 


Company 
Street 
Town and State 


12/12/59 


; NP1238 
NP1242 


; NP1239 
; NP1243 


TELEPHONY 





a unit. The complete unit is then bolted 
to the chassis. 

The “power package” consists of a 
56 h.p. Wisconsin 4-cylinder air-cooled 
engine, a Braden Model CL hydraulic 
winch and a tandem hydraulic pump 
with 50-gallon oil reservoir. This unit 
powers the hydraulic derrick, 
digger and supporting jacks. 


winch, 


The compact unit, located just behind 
the crew compartment in the bed of the 
body, can be lifted out as a unit, or by | 
component parts, for repair or replace- | 


ment without removing the body. All 
hydraulic piping is done under the floor 
of the body and clear of the chassis. 


This new method of body construc- | 
tion offers many customer advantages, | 


Holan states. When the chassis is at the 


Holan plant, a Uni-Power Body can be | 
mounted in a matter of hours — not | 


weeks, it is reported. Or the new bodies 
can be delivered in trailer loads to the 
customer’s garage, completely painted 
and ready for rapid mounting to chas- 
sis. A unit can be carried as a “spare” 
and placed on a chassis in two or three 
hours, thus eliminating long tie-ups of 
crews. 


In addition to speedy body mounting 
or change-over, the power unit is said 
to offer many other advantages. 
example, 


says the company, gasoline 


used in the stationary power plant is free | 
of road tax; engine idling—with result- | 
ing wear and tear on the truck engine | 


eliminated; and down time for 
maintenance is drastically reduced be- 


—is 


cause truck and body are independent | 
units and are serviced as such. Request 


NP1237. 
os 


PLASTIC CABLE GUIDE — A new 


Plastic Telephone Cable Guide has been | 


announced by General Cable Corp. 
The guide is available free of charge. 


Only 3-11/16 inches in diameter, it is | 
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* DATA 
TRANSMISSION and 


U.S. PAT. 2,844,720 


TELEGRAPH 
TERMINALS 


REL TERMINAL EQUIPMENT 

is being used with satisfaction by Railroads, 

Pipe Lines, Telephone Companies, Toll Highways, 
and Public Utilities throughout the world. 


Radio Frequency Laboratories offers a complete line of models which 
are available with various features included to insure lowest possible cost to 
the customer for a given installation and application. Therefore, he is never 
penalized cost-wise for equipment features not desired or required. 

The equipments are extremely versatile and, therefore, may be utilized 
in practically all data transmission and telegraph applications. A number 
of accessory equipments are available such as electronic and relay repeaters, 
party line keyers, DC hybrids, etc., to insure system compatibility. 


MODEL 995 


Low cost frequency shift telegraph terminal 
including all essential controls, power supplies 
and utilizes printed circuit modules. 


MODEL 1601C 


Data Transmission and Telegraph Terminal 
featuring plug-in frequency determining com- 
ponents, jack fields, and high speed circuitry. 


MODEL 1220 


Completely transistorized Terminal tempera- 
ture stabilized for long life, reliable service at 
reduced power requirements. 


ee 


s eo 
\ TECH. 
= DATA 


For additional informa- 
tion, including applica- 
tion data, write or 
phone DE 4-3100. Dem- 
onstrations available 
by local representatives. 


SEND 
FOR 


The Model 995 is an all elec- 
tronic terminal designed for data 
transmission and telegraph applica- 
tions at speeds up to 100 wpm. The 
equipment comes complete with all 
necessary jilters, equipment and 
loop power supplies and is available 
packaged as either a single or dual 
unit. Fourteen 100 wpm channels are 
available from 765/2975 cps. 


The Model 1601C retains all the 
features of the Model 995 and offers 
the additional advantages of a car- 
rier and loop jack field accessible 
through the front cover and plug-in 
frequency determining components. 
Channel arrangements are available 
to permit operation of either 
eighteen 100 wpm, twenty-five 75 
wpm, or six 200 wpm channels be- 
tween 400 and 3300 cps. 


The Model 1220 retains the es- 
sential features of the Model 1601 
but is a completely transistorized 
unit which may be operated directly 
from batteries with very low current 
drain or normal AC power facilities. 
The equipment is completely modu- 
lar in design and accessory jack 
fields, power supplies, and front pan- 
els are available as required. 


WE CAN HELP YOU — Our Applications Department 
is ready to assist you in your control, telemetering 
or communications problem. 


Cl 


INC. 





| shaped to fit comfortably in a shirt 
pocket and is described as providing full 
information on Alpeth, DS-Alpeth, Su- 
| pertel-1958A, multipair distribution 
| wiring and any other paired construc- 
| tion employing the standard blue- 


| orange-green-brown-slate color code. 


*‘Super-Splice’’ makes splices 
waterproof . . . from inside out! 

Sealed at one end, this plastic 
splice sleeve is filled with an 
insulating and waterproofing 
compound.* 

Economical ‘‘Super-Splice,” a 
Superior exclusive, makes the 
splice permanently as good as the 
cable .. . yet it can be re-entered 
easily. The compound never 
hardens or oozes out no matter 
what the temperature. 

Prevent leakage currents and 
breakdowns in the presence of 
moisture... good for 25,000 v.d.c. 
Order ‘‘Super-Splice’”> NOW! 


*A Dow-Corning silicone compound. 


An REA Standard. 
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Shows binder groups 9 through 16 


covering pairs 201 through 400. 
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View of calculator set for orange-white 
binder group showing color code of 
pairs 26 through 50. This is said to 
enable the user to determine at a glance 
not only the pair within the group but 
the pair within the cable as well. 


The guide, General Cable says, en- 


| ables the user to determine the relation- 


with straight, butt | 
or bridge splices. 


) 


For further information on economical 
“"SUPER-SPLICE", write 


SUPERIOR 
CABLE 


SUPERIOR CABLE CORPORATION 
Hickory, North Carolina 


ship of any pair to the entire cable, and 
to pick out the pair number (1 to 400), 
binder group (1 through 16), and to 
see at a glance the color code for the 
| pair and the color code of the binder 
| within which 


| NP1238. 


the pair lies. Request 


BODY—The 


announces a new 


NEW CONSTRUCTION 
| York-Hoover Corp. 
| series of line construction bodies—its 
| “Bobeat”’ series, designed for handling 
heavy loads. 

Described as offering more stability 
and strength, the rear overhang of the 





truck body has been reduced to get the 
pivot point of the derrick closer to the 
rear wheels of the truck. Thus, the cen- 
ter line of the load is closer to the rear. 
Actual distance from center line of the 
rear axle to the rear of the body is 26 
inches. 


Because of the short distance to the 
rear, the truck has a tail shelf on the 
back of the body, which covers the 
rear spring hanger of the chassis. The 
company explains that this feature en- 
ables the handling of much larger poles 
without using derrick support jacks. 

The “Bobcat” series is of corrosion- 
resistant galvannealed steel construction. 


The body bases are heavy duty type, 
designed for maximum strength and 
rigidity, York-Hoover reports. Rear cross 
members are made of 6-inch-high struc- 
tural steel channels. The floor is fabri- 
eated from 3/16-inch treadplate of 
5/16-inch overall thickness. Front cross 
members are of 12 gauge steel spaced 
for adequate support to floor and side 
boxes. 


The side boxes on these bodies are 
fabricated of 18 gauge sheet steel with 
16 gauge partitions. Interiors are fitted 
into drawers, tool holders and shelves. 
Door post sections are double thickness. 


Doors are double pan type of 22 
gauge steel, and are light weight, de- 
scribed as requiring a minimum of 
maintenance. 

An optional feature is a 36-inch-by- 
78-inch crew compartment, also of 16 
gauge steel. The left side panel and 
right side door have crank regulated 
drop windows; and the rear panel has 
a double sliding window, which serves 
both for ventilation and as an emer- 
gency exit. This window is protected 
the winch line with a _ hinged 

Request NP1239. 

* 

CARRIER SYSTEM TERMINAL — 
Lenkurt Electric Co. reports it has re- 
designed and improved its 45C carrier 
telephone system which now provides 


from 
screen. 


up to 32 toll-quality voice or signaling 
channels for radio transmission, as well 
as 16 toll channels for open-wire appli- 
cation. 

The compact system is arranged, the 
company says, in four groups of four 
each, incorporating an im- 
proved model of the 45CB terminals 
released previously and adding CA, CC 
and CD terminals and fully-transistor- 
ized wire-line repeaters. 


channels 


An added feature in the new system 
is transmission frequency control which 
is said to permit end-to-end frequency 
control when the 45C is incorporated in 
45-class system networks. 

Designed primarily for short to me- 
dium-haul open-wire routes, the 45C 
system, Lenkurt states, coordinates with 
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Western Electric Type O carrier and 
can be inter-connected with other 45- 
class carrier systems. 

The system may be installed with a 
single group initially and then expanded 
group by group as more channels are 
needed. 

The top four-channel groups — 
45CB, CC and CD—can be applied to 
open-wire lines above existing low-fre- 
quency carrier systems such as the Len- 
kurt Type 33A system, according to the 
company. For radio multiplexing, four- 
wire application provides double the 
number of channels derived from each 
group. 


Each four-channel terminal occupies 
Plug- 
in design is claimed to provide quick 
unit replacement and ease of mainte- 
nance. 


17 inches of vertical rack space. 


Plug-in provided 
for each channel may be omitted for 


telegraph or data transmission. 


compandors 


Transistor amplifiers and oscillators 
in common equipment and repeaters re- 
sult in low power consumption and 
high reliability. All standard signaling 
options are available, the company says, 
out-of-band fre- 


signaling circuit 


using an optional 


quency-shift in each 
voice channel. 

Flat-gain system regulation, and in- 
dividual regulators built into each chan- 
nel unit, keep channel drop levels to 
about + 1 db over a wide range of 
weather conditions, according to reports. 
The system uses standard single-side- 
band suppressed-carrier transmission. 
Sixteen channels occupy the frequency 
band of 2 to 156 ke. Request NP1240. 

@ 

CABLE PRESSURE GUARD — The 
United Electric Controls Co. is introduc- 
ing a smaller, more compact pressure 
guard, which warns of leaks or breaks 
in the line in pressurized telephone 
cable systems. Originally developed for 
the Bell System, pressure guards are 
now widely used throughout the coun- 
try as an aid in reducing cable mainte- 
nance costs and improving customer 
service. 


The new, small-size Type J31 pres- 
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COMPARE Alphaduct with any 
other telephone drop wire! None 
can offer you a better 

balance of the physical and 


you 
expect 
more 

from a 
specialist 
... YOu get 


electrical properties necessary 
for dependable, long-life 
communication service. 


EXHAUSTIVE TESTING: 


TANK TESTS—every coil of 
Alphaduct is submerged in 
water for voltage 
breakdown and insulation 
resistance tests. 
COMPRESSION TESTS— 
Alphaduct drop wire 

is manufactured to 
withstand exacting crush 
resistance tests. 

P-CLAMP TESTS—insures 
superior bonding of rubber 
to conductor and jacket 

to insulation...simulates 
field conditions. 


EXCLUSIVE DATING FEATURE— 


every length of Alphaduct carries 


more 
from 


manufacturer's name, catalog 
number and date of 
manufacture... provides 
permanent service record of 
installation...proves Alphaduct's 
long-lasting durability. 


CARTON PACKAGING— 
provides ease of handling... 
protects products during 
shipment and storage... 
simplifies inventory counts. 


AVAILABLE IN THREE 
CONSTRUCTIONS (in both 
reinforced and non-reinforced) 
Twisted Pair, Parallel Type, 
and Dumbbell Type. 


ALPHADUCT DROP WIRE 


When you buy 

Alphaduct Drop Wire 

or any one of Alphaduct’s 

complete line of telephone wires— 
you buy the know-how of 

the only real independent 
specialists in the insulated 
telephone wire field. 


National Distributors 
Automatic Electric Sales Corp. 
Northlake, Illinois 


Leich Sales Corp. 
427 W. Randolph St., Chicago, Il. 
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WIRE AND CABLE CO 


NEW BRUNSW 


CH 


Regional Distributors 
Buckeye Telephone & Supply Co. 
Columbus, Ohio 


The Lindsay Telephone Supply Co. 
Cleveland, Ohio 


Pankey Supply Co. 
Charlottesville, Va. 





sure guard was developed to achieve 
more versatility at lower unit cost for 
wider application, the company states. 
It is suitable for cable, pole or wall 
mounting. 

Field adjustment range is 0 to 10 
psi with a factory setting of 2 + % psi. 
The unit has a pressure response of 4 
+ % ounce. The bellows are spring- 


loaded phosphor-bronze for sensitive 
and stable response to pressure change, 
United Electric Controls Co. says. Proof 
pressure is 30 psi. 


The electric rating is 0.01 amp 100 
V de. A 270,000 ohm, 1-watt, carbon 
composition load resistor is series-con- 
nected, with a snap action switch having 
palladium contacts. 

The enclosure of the guard is die 
cast aluminum, triple-coat gray enamel. 
The cover is attached with stainless steel 
screws and has a type GRS neoprene 
gasket. This waterproof case has three 
1/16-inch-diameter breather holes for 
condensate drainage. 


The Type J31-5333 cable mounted 
pressure guard has 6 feet of Type SJO 
#18 stranded 2.0 conductor drop wire 
and a \%& NPT pressure connection. 
The guard is supplied with a pole or 
wall mounting bracket and 6 feet of 
copper tubing. Request NP1241. 

« 

FM SIGNAL GENERATOR—A new 
FM signal generator covering the fre- 
quency range of 1300 to 2500 me in 
one band is now available from Sierra 
Electronic Corp., a division of Philco 
Corp. 

The signal generator, Model 201B, 
provides FM characteristics, according 
to Sierra, and is specifically designed 
for telemetry and data transmission ap- 
plications in the 1.3 to 2.5 kme range. 
Featuring a 1 per cent deviation line- 
arity, the instrument can be frequency 


ENGINEERS 


New Facts about the 
Openings and Potential at 


TELEPHONE ENGINEERS: Immediate openings as field en- 


gineering supervisor for telephone outside plant and inside 
plant engineers. 10 years of broad industry background. 
With some direct field experience desirable. 


To arrange for a Confidential 


interview, please send resume to: 


MR. H. J. RECKAS, Personnel Manager 


ADVANCED COMMUNICATIONS 
ENGINEERING 


A Division of Cook Electric 
6038 Twenty-Eighth Avenue, S.E., WASHINGTON 23, D. C. 


| ment, 


| 2200 to 2300 me, is claimed to also 


modulated by applications of external 
signals having modulation bandwidths 
up to 500 ke. 

A nominal deviation of 2 mc peak- 
to-peak is reported produced by exter- 
nal modulation signals having an am- 
plitude of 1.0 volts peak-to-peak. Model 


201B also provides CW characteristics 
by virtue of the low value of residual 
FM. 

The instrument’s RF output is de- 
scribed as continuously variable from 0 
dbm to —110 by means of a precision- 
calibrated piston attenuator. Model 201B 
also provides direct reading, single dial 
tuning and high. stability. 

Sierra has also announced the avail- 
ability of a wide deviation FM signal 
generator, Model 202B. This 


covering 


instru- 
the frequency range 


FM with ex- 
tremely large deviation for use in wide 
band applications. Its modulation am- 
plifier response is flat within the limits 
of 0 db to —6 db from 10 cps to 10 
me. Request NP1242., 

* 

SINGLE ARM DERRICK—A single 
(“radial”) arm, hydraulic derrick which 
is claimed to offer greater working ver- 
satility, is being produced by Tel-E-Lect 
Products, Inc. 

Specified the “CD Derrick,” the new 
Tel-E-Lect unit, is designed, the manu- 
facturer says, to mount to standard and 


provide characteristics 


| existing utility bodies. The CD is fur- 


nished as a complete package for in- 


| stallation in the user’s shop. All hy- 
| draulic fittings and connections are fac- 
| tory pre-fabricated, 
| company, thus eliminating complicated 


according to the 


installation procedures. 
A unique Tel-E-Lect feature has the 


; | derrick mounted to the left rear of the 


truck. Doing so is reported to pro- 
duce increased stability of the entire 
unit when the derrick is working; better 
balance when derrick is in use or when 
the truck is in travel. Increased safety 
and versatility are also said to result 


| from the leftside installation. 


Tel-E-Lect Vice President Ray Ken- 
nedy stated, “Our research and testing 
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How can you save money on pole installation ? 


String your lines with 
(iss) Tiger Brand Amertel 195. 


When you string your rural telephone lines with Tiger Brand Amertel 
195—the bonus telephone wire that is engineered for spans up to 700 
feet—you cut down on the number of poles needed. With fewer poles, 
your installation cost per mile of line will drop substantially. 
There are other ways this superior quality telephone wire can im- 
prove your service, reduce your maintenance and installation costs: 
e Amertel ‘195 stands up under severe weather conditions, reducing 
service interruptions to a minimum. 
e Telephone lines can easily be strung over rivers, gullies or other areas 
requiring spans of unusual length. 
e The low resistivity of this fine wire results in improved voice trans- 
mission even at relatively high frequencies. 
For more information on Tiger Brand Amertel 195, send for our free 
booklet. Write to American Steel & Wire, Dept. 9187, Rockefeller 
Bldg., Cleveland 13, Ohio. 


USS and Tiger Brand are registered trademarks 


American Steel & Wire 
Division of 
United States Steel 


Columbia-Geneva Steel Division, San Francisco, Pacific Coast Distributors 
Tennessee Coal & tron Division, Fairfield, Ala., Southern Distributors + United States Steel Export Company, Distributors Abroad 


NEW TRAINING BOOK COILS - FILTERS 
RECOMMENDED BY TELEPHONY 


peemennebemiemiemienls TERMINAL BLOCKS 


on sales training for use by 
managers, department heads, 
superintendents, trainers, 


schools and libraries. fas wx - 

The newest training techniques ae: ‘ as * licensed by 
Inclided cre indoctrination, vc. nn 1) LA WESTERN ELECTRIC CO. 
nn ge Be ed gn WARDEB: | | Repeat, retard and loading coils 
tesuap dae danaix tae. Ne ——| | a . . . and telephone filters, of all 


ings, manuals, house organs, — a a an 
paw rg recruiting and hiring | : ~ & types — available either as stock 
methods. This new book is en- : 4 \- 
thusiastically endorsed by the . are Cee 
top authorities—Arthur Motley, Ba _— 2 ments. 
Pres., Parade Publications; Al — 
seseee, Me Remington Rand; 

mer Wheeler, Consultant; John Wilson, Retired V.P. Sales, 
National Cash Register; J. Mclinay, V.P., Marketing, Ray-O- Terminal blocks of af types 


Vac; Richard Borden, Consultant. for all purposes. We offer 
many items shipped from 





Bound In To: Book Depa | 

Beautiful 600 S. Beertere St Chineye tities || . stock — as well as special re- 
Leatherette | $2id, Won Sales talins'@ Sore ee 
| () Payment enclosed (postpaid) [] Bill me 
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for more than 
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* 


PAGE & HILL, inc. 


MINNEAPOLIS 3, MINNESOTA 


64 








show that by mounting the derrick on 
the left, the truck is actually able to 
perform more work than if it were 
mounted on the right. 


“Instead of an outrigger for balance, 
we use a hydraulic jack which drops 
from just behind the rear right wheel, 
giving a 5%-foot span from derrick to 
jack. With the derrick on the left, and 
the jack on the right, we can provide 
stability anywhere the truck can go. We 
needn't depend on a firm, flat road 
shoulder. 

“Additionally, with the derrick under 
loading conditions, the balance point is 
well under the derrick rather than back 
near the mounting point. This enables 
the CD derrick to lift loads of up to 
8000 pounds safely. 


“The CD derrick can work in a wide 
range from front to back of the truck 
on the right side, and in a full are 


behind the truck to past the left rear | 


oy 
corner. 


A maximum sheave height of 28 feet 
is provided. The CD derrick has a 4- 
foot hydraulically-adjustable stinger 
which, coupled with the 3-foot head ex- 
tension is said to give the derrick a 
versatile working radius, The hydraulic 
stinger may be extended and contracted 
when the derrick is under load. 


Tel-E-Lect’s DH-800 hydraulic digger | 
may be used with the CD derrick. Dig- 


ger drive is optional. 


unit is described as being able to dig 
holes in an are from directly behind the 
truck, around to the front, and in the 
4-foot range provided by the stinger. 


A working advantage of the CD der- 
rick with adjustable stinger, the com- 
pany maintains, is that no longer is it 
necessary to position the truck precisely 


The digger is | 
mounted to the stinger, thus the CD 


for pole hole digging, pole setting or 
other derrick work. 

“Now, you... drive up near the job 
location and let the CD derrick reach 
out, in or around, to get the job done!” 


Mr. Kennedy stated. Request NP1243. 


SOUTH CAROLINA MEET 


Continued from page 34 


phone people must pay attention to a 
woman’s point of view. 

He said: “The telephone of the near 
future will be smaller, lighter, more 
pleasing to the eye, and yet, at the 
same time, more efficient than the tele- 
phones we have today.” 

He also described, as part of what 
the future holds, the Bell laboratories 
wave guide: “This,” he stated, “is a 
hollow copper tube. A pair of them 
will transmit electrical waves which 
will make it possible to send through 
over 400,000 telephone conversations 
at the same time.” 

A prediction that a radio-relay satel- 
lite will make it possible to telephone 
any point in the world, and for 20 
cents per call, was discussed by Mr. 
Barnhart, as a possibility not to be 
discounted in the light of the rapid 
pace of technological advancement in 
communications. 


A Division of Western Utilities Corporation 


TELEPHONE 
DIRECTORY 
PUBLISHING 


Selling—Printing 
Engraving—Production 
Distribution—Collecting 
Counsel for Advertisers 

OFFICES: 
300 Montgomery Street 

San Francisco 4, California 

2911 Bond Street 
Everett, Washington 

121 S.W. First Street 
Beaverton, Oregon 

631 Braniff Building 
Exchange Park North 
Dallas 35, Texas 

116 South Rusk Street 
Kilgore, Texas 

130 East Lime Avenue 
Monrovia, California 


“Our 12th Year” 


Call any of our offices for a free estimate 
on your directory potential today— 
no obligation! 
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Turning to the present, he outlined 
some of the USITA’s projects during 
1959. 

In a report on USITA’s Marketing 
Committee, Mr. Barnhart said it has 
been found that the surface has barely 
been scratched for the selling of tele- 
phone services of many kinds. The 
committee has advanced an organized 
plan aimed at the realization of maxi- 
mum profits through selling. 


The activities of the Toll Settlement 
Sub-Committee were cited to show, Mr. 
Barnhart said, “that the USITA is 
working constantly in behalf of all In- 
dependents and their financial welfare.” 


As for excise taxes, another national 
problem facing the USITA, he pointed 
out that: 


“All out repeal will never be ac- 
complished unless the great mass of 
back-home telephone users who are the 
voters, tell their congressmen about 
it. Our job as telephone folks is to 
educate the public so that everyone 
will realize that they alone will benefit 
from such action and that complete 
repeal will bring them an immediate 
reduction of 10 per cent off their 
monthly bills.” 


The Independent industry, through 
the efforts of the USITA national ad- 
vertising program, is becoming known 
to the public, Mr. Barnhart stated. 


This program, he said, “has helped 
provide expansion capital for our com- 
panies, promoted a better atmosphere 
for more adequate rates for service, 
helped attract capable personnel, helped 
build good will and public confidence, 
and promoted the American system of 
free enterprise.” 

Mr. Barnha:t observed, too, that he 
urges his employes to go to the state 
convention, and feels that if they come 
home with one idea that helps the com- 
pany, then the trip has been worth the 
time and expense. 


“Personnel Relations in the Tele- 
phone Industry” were discussed by M. 
tay Houston of Durham, N. C., direc- 
tor of personnel, General Telephone Co. 
of the Southeast. He pointed out that 
even with all of today’s benefits, holi- 
days, pensions, and coffee breaks, a 
company still isn’t necessarily insuring 
a good, loyal, capable work force. Loy- 
alty cannot be bought—it must be 
earned. 

Mr. Houston set forth the following 
three reasons why man has been slow 
in making progress in the field of hu- 
man relations: 


(1) We only have to review history 
to find that the business of acting like 
a gentleman is comparatively a new 
idea with man. Progress with material 
things and scientific things forced us to 
group ourselves closer together and to 
communicate with each other. Now we 
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are still learning how to adapt our 
thinking to this complex human en- 
vironment. 


(2) The second big reason why we 
have been slow in discovering the basic 
principles of successful human relations 
is that when we violate one of the laws 
of human behavior there is usually a 
delayed reaction—sometimes even years. 
Not so in our material world. You only 
have to ignore the law of gravity from 
a second floor window to prove this 
point. 


(3) We have only within recent years 
discovered, through extensive research, 
just what people want in a job. For 
years and years we were of the opinion 
that an adequate salary would satisfy 
every employe. On the contrary, we 
could not have been further from the 
facts. 


Now we believe we know what our 
people want, Mr. Houston went on. As 
more and more is discovered about em- 
ployes’ wants and desires, management 
is able to reach closer toward the ob- 
jective of good human relations. Mr. 
Houston said that thousands of em- 
ployes working in all types of indus- 
tries have stated in attitude surveys 
and interviews just what they are seek- 
ing in a job. He summarized the find- 
ings as follows: 


“One, they want a certain amount of 
security. They recognize a natural de- 
sire to stay alive and be alive—to 
breathe, eat, sleep, hear, feel, and live. 
This is our number one desire. 

“Two, they want to feel safe from 
danger. We provide laws, rules, union 
contracts, social security, and a police 
force. 

“Three, we need to be social. From 
the very beginning we have lived to- 
gether as families and tribes. We join 
lodges, marry, have parties, even pray 
in groups. The feeling of brotherhood 
is strong within us. 

“Four, we need to feel worthy and 
respected. We need to have other peo- 
ple think well of us. This is one form 
of recognition. This is our strongest 
need in America today. Look what we 
go through just to keep the approval of 
others. We decorate ourselves, care- 
fully and often, shaving and washing, 
powdering and painting, combing and 
curling. We desire and acquire things 
that show our acceptance—big cars, 
better clothes, finer furniture. We dis- 
card them when other people don’t ac- 
cept them, not when they wear out. 
We act more “refined” in public than at 
home. And our worst traits we even 
hide from ourselves. We must have ac- 
ceptance from others. 

“Five, we need to do work we like. 
This work must provide for us personal 
satisfaction, a sense of belonging and 
worthiness.” 

Today, the average employe realizes 
that his job security and opportunity 
for advancement depend upon the com- 
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‘Whether it is a handset, deskstand, re 
board, or inter-communication system cord, 
COMCO quality guarantees top year-in, year- 
out performance. From rugged Spiraflex Re- 
tractile cords in standard or extended 
lengths (10, 15 or 25 ft.) with black or 
colored P.V.C. jackets, to durable Nylon jack- 
eted Operator cords, in black or brown, each 
COMCO Cord boasts built-in reliability to 
eliminate service worries. Moreover, all 
standard cords are in stock, ready for rapid 
delivery on your order! 


Special cords a 
COMCO specialty, too! 


Patch cords, transmitter cords, test and 
inter-communication cords are all quickly 
available from COMCO, and cords made to 
your exact specifications require little more 
than an immediate delivery schedule. De- 
termining the exact time required for deliv- 
ery of your problem cord takes only a call 
to COMCO. Why not make it today? 
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Be Sure of 
Permanent Protection 


NATCO CLAY CONDUIT provides 
permanent, low cost protection for 
Underground Telephone Cables. 
Available in a full line of shapes. 


NATCO CORPORATION 
327 Fifth Ave., Pittsburgh 22, Pa. 


Neu “Lig Atweight” 


PULLS ANY SIZE 
POLE EASIER! 


1, Simplex 
ALUMINUM | 


The first time and 

labor saving improve- 
ment in pole jacking in 2S 
Aluminum housing 

saves 35 lbs. without sac- 
rifice of strength or capac- 
ity. Pulls or straightens 
butts—moves 


SIMPLEX No. 329 — the 
standard pole jack of the 
Bell Systems. 











pany’s success, Mr. Houston stated. He 
can expect to prosper only if the com- 
pany prospers. He knows that good 
management will help him do his job 
better and faster. He knows that good 
management will work to provide him 
with fair treatment and fair wages. 

Concluding, Mr. Houston said, “When 
the supervisor knows what employes 
want and is able to earn the respect 
and confidence of every one of those for 
whom he is responsible, then we can 
say we have made some progress to- 
ward achieving good human relations.” 

Burnett R. Maybank, lieutenant gov- 
ernor of South Carolina, in a talk given 
at the association banquet, highlighted 
the progress of the South in the areas 
of research and education. He also 
touched on a number of other facets of 
the area’s economic progress. 


Named to three-year terms on the 


| board of directors were Charles Bell of 
Chester, E. W. Hart of Hemingway, 


C. B. Barksdale Jr. of Greenwood, and 


| T. Carter Thomasson of Lancaster. 
R. D. Coker | 


Other directors are: 
of Simpsonville, George Thompson of 


Southern Pines, N. C.; R. D. Guerry | 
| of Kingstree and Raymond Sheehan of 
| Sumter. | 

Also Frank S. Barnes Jr. of Rock | 
Hill, S. S. Helmly of Moncks Corner, | 
H. W. Askins of Chesnee, and A. 0. | 
| Bolen of Swansea. 


Officers are: President, Mr. Barnes; 
vice president, Mr. Helmly; secretary, 


| B. B. Harder of Sumter, and treasurer, 
| Mr. Seymour. 


Telephony Integrates 


“Private enterprise has accom- 
plished in communications what 
political policy has not yet ac- 
cepted in community integration 
for the common good. 


“The Southwestern Bell Tele- 
phone Co. thus points the way 
toward community integration for 
the public convenience and econ- 
omy. All over the country the 
telephone industry is similarly 
meshing local communities in di- 
rect communications. 


se - progress and examples 


such as the dial system mergers 
well may eventually bring about 
more community service consoli- 
dations. Meanwhile, Joplin, Webb 
City, Carl Junction, Carterville, 
and Oronogo can feel a little 
closer by being able to say hello 
over short instead of long-distance 
lines.”—The Joplin (Mo.) Glebe 
¢éJune 23), editorially comment- 
ing on a Southwestern Bell ex- 
tended area service plan. 





CABANISS-POGUE COMPANY 
Consulting Engineers 
Appraisals—Cost and Rate Studies 
Financial Assistance 
GRANT BLDG., ATLANTA, GEORGIA 


CARL C. CRANE, INC. 
Consulting Engineers 
121 S. Pinckney St. Madison 1, Wis. 
Telephone ALpine 6-0247 


McGRATH 
ENGINEERING, INC. 
Consulting Engineers 


209 West 6th Street 
TOPEKA, KANSAS 


Telephone CE 2-2358 








SLOAN, COOK & LOWE 
CONSULTING ENGINEERS 


Appraisals—Original Cost Studies 
Plant, Traffic and Commercial 
Engineering 

120 S. La Salle St. 


Chicago 3, Iii. Tel.: FRanklin 2-5924 





Teleronmuniration 
Consultants 


P.O. BOX 6224, MOBILE, ALABAMA 
TELEPHONE GR 7-7020 OR GA 6-7767 


“Complete Engineering Services” 


CABLE CONSTRUCTION CO. 
1512 Conter St. Tacoma, Washington 
ENGINEERING - CONSTRUCTION 
SPLICING - CABLE PLOWING 
CENTRAL OFFICE INSTALLATION 
World-Wide 





TUDOR AND YAGER, INC. 
Telephone Construction 


TIPTON, INDIANA 
Phone OSberne 5-2267 
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Professional Engineers - Contractors 
Central Office Installation 
Cable Splicers, Plant Crews, Installer Repairmen 


HENKELS & McCOY 


PHILADELPHIA 
1800 N. Johnson St., Elkhart, Ind., Tel. 3-2915 


CABLE SPLICERS ¢ LINEMEN 
STATION INSTALLERS 
STEADY WORK, GOOD PAY 

MIDWEST LOCATION 
The Weikel Line Company, Inc. 
FORT WAYNE, IND. 


ARCHIE DAVIS, INC. 


UNDERGROUND CONDUIT AND 
MANHOLE CONSTRUCTION 
BURIED CABLE—CABLE PLOWING 
POLE LINE CONSTRUCTION 
522 Forest St., Jacksonville 2, Florida 
Telephone: Elgin 3-7501 





KILLOREN COMPANY 
Construction crews—Installers 
Cable Splicers 
30 years experience 


136 N. State St. Appleton, Wisconsin 
REgent 3-5549 





INSTRUCTION COMPANY 


UTILITY PLANT CONSTRUCTION 
45 North Clark Street @ Sullivan, M 





CREOSOTED SOUTHERN YELLOW PINE 
LOW RESIDUE COAL TAR DISTILLATE 


“Truck Delivery Our Specialty" 
Baker Wood Division, D. B. Frampton & Company 


P.O. BOX 520 MARION, OHIO 
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Northern white cedar 


+. 
Western red cedar 
Best for durability. .. poles from 


National Pole 


National Pole and Treating 
Division, Minnesota and 
Ontario Paper Company 

Investors Building « Minneapolis 
Minn. Telephone FEderal Beat 
Branch Office: Prudential Bidg., 
Chicago « Plant: Minneapolis. 





ATLANTIC 


Creosoting Co., Inc., 17 Battery Pl., N. Y. C. 


PINE POLES 
Creosote Oil or Pentachlorophenol 


Boston, Mass. Portsmouth, Va. 
New York, N. Y Philadelphia, Pa. 
Savannah, Ga. 


B. J. Carney & Co., 100 N. 7th St., 
Minneapolis, Minn.—Western red cedar 
poles. Pentrex Butt Treated or Plain. 


Cascade Pole Co., P.O. Box 743, Ta- 
coma, Wash. — Creosoted Douglas Fir 
and Cedar Poles. 


Cc. M. Christiansen Co.—Northern 
White Cedar Poles, Pentachlorophenol 
treated. Plant and Yards, Phelps, Wis. 


Dierks Forests, inc., Wood Preserving 
Division, 810 Whittington Ave., Hot 
Springs, Arkansas. Southern Pine select 
poles. all sizes and lengths, pressure- 
treated, creosote or penta. Also creosote- 
2% penta mixture. Prompt shipment. 


Eppinger & Russel! Co., oa Av- 
enue, New York 11, N. Y.—Creosoted 
Poles and Cross Arms. Plants: Jackson- 
ville, Fla., Norfolk, Va., Eddington, Pa. 


International Creosoting and Construc- 
tion Co., Galveston, Texas.—Creosoted 
Southern Yellow Pine Poles. 


Plants 
Beaumont and Texarkana, Texas. 


International Paper Co., Wood Pre- 
serving Division —926 Grand Avenue, 
Kansas City, Missouri—*LONG-BELL” 
pressure-treated Southern Pine and 
Douglas Fir Poles—Creosote or Penta. 


Piedmont Wood Preserving Company 
—Creosoted and Creosote-Penta Treated 
Pine Poles. Plant, Augusta, Georgia. 
Yards, Virginia, West Virginia and 
Connecticut, Address inquiries to Box 
1662, Spartanburg, §. C. 


Texas Creosoting Company—512 Main 
Street. Orange, Texas—Creosoted South- 
ern Yellow Pine and Douglas Fir Poles. 
Can also treat with “Penta.” 


INSPECTION SERVICE 
eo “AT TIMBER ee PLANTS" 
poles, crossorms, preservative treat- 
ments, Analysis of wood preservatives. Con- 
sultation and specification writing. 
A. W. WILLIAMS INSPECTION CO., INC. 
MOBILE, ALABAMA 
New York + St.Louis * Portland 
inspectors stationed throughout the U.S.A. 


Electric Power and Communications 
Construction 
E. & C. CONTRACTING CO. 
Box 191 
Paoli, Indiana 
Phone 7821 





Communication installation 
Mainrenance — Additions 
buy — Sell — Trade 

ny Moke — Type 
Midwest Communications 


Service Co. 


P.O. Box 3008 Telephone SW 9-4311 
Lubbock, Texas 














UTILITY TOOL ° 
& BODY CO. 


CLINTONVILLE, WISCONSIN’* 


STRIPPER med 


¢ HANDY « FAST « SAFE « EFFICIENT 
« EASY TO USE 
Slits plastic or fabric covered cable. Rigid 


Phenolic Handle. Stainless steel saddle holds 
guide and blade in place. Groove guides and 


supports cable. 2 extra blades. 
$7.80 each 


P. kK. NEUSES, 1? 
511-19 N. Dwyer St., Arlington Mloms, mM. 








FREE Estimates 


PLOWING 
(Buried wire & cable) 
Call Collect 


MULLEN 
CONSTRUCTION didyarhd 
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CLASSIFIED SECTION 


Rates 15 cents per word payable in advance. Minimum charge $3.00 for 20 words or less. 
Classified advertisements must reach us 8 days before publication date. 


HELP WANTED 


CABLE SPLICERS, Station Install- 
ers, Equipment Installers, Linemen. 
patty men needed. Steady work, 

good pay: Henkels & McCoy, 1800 John- 
Elkhart, Indiana, or 6100 N. 
20th St., Philadelphia, Pa. 


CENTRAL OFFICE EQUIPMENT 
MAINTENANCE MEN and Central 
Office Equipment Installers. Southeast- 
ern Telephone Company located in 
North Florida. This fast growing tele- 


phone company has 35,000 stations, lo- | 
cated in towns near Gulf Coast. Reply | 


to District Plant Manager, P. O. 
1080, Tallahassee, Fla. 


AMBITIOUS MEN qualified as Sta- 
tion Installers, Equipment Installers, 


Box 


Cable Splicers, Linemen. Work in Mid- 


west. Harris-McBurney Company, Inc., 
P.O. Box 267, Jackson, Mich. 


SOUTHEASTERN TELEPHONE 
COMPANY located in North Florida. 
Wanted Journeymen, Cable Splicers and 
Station Installers. This fast growing 
telephone company has 35,000 stations, 
located in towns near Gulf cw Reply 
to District Plant Manager, P. O. Box 
1080, Tallahassee, Fla. 

MANAGE REA COOPERATIVE 
SERVING 700 dial and 550 magneto 
stations. In process of expanding and 
converting all stations to dial. Admin- 
istrative ability to achieve and main- 
tain efficient operations, technical, plant 
and commercial knowledge and experi- 
ence desired. Submit education, experi- 
ence, references and salary ex ected in 
letter of application. Closing Tete Jan- 
uary 15, 1960. Vernon Telephone Co- 
operative, Viroqua, Wis. 


| 





|} and salary desired to: 
| tive 


HELP WANTED 
TELEPHONE ENGINEER with de- 


sign and construction experience for 
Project Engineer position in West In- 
dies. Write Box No. 4336, c/o TELEPH- 
ONY. 

SUPPLY SALESMAN WANTED 
by 50 year old company—car and al- 
lowances—bright future in expanding 
operation. Write Box No. 4334, c/o 
TELEPHONY. 


CENTRAL OFFICE EQUIPMENT 
MAINTENANCE AND REPAIR- 
MAN, also duties as plant manager. 
Leich dial, Panhandle and carrier 
equipment. Send résumé of experience 
Joes Coopera- 
Telephone Association, Inc., P.O. 
Box 6, Joes, Colo. 


PLANT SU PERINTENDENT— for 
Class A telephone company in Midwest. 
Should have experience in telephone 
supervision and outside plant engineer- 
ing. Telephone company is located in 
growing area and represents an oppor- 
tunity for qualified man. List qualifica- 
tions and background in letter to Box 
No. 4329, c/o TELEPHONY. 


INTERCOM SYSTEMS 
SALES MANAGER 


Leading manufacturer of telephone and 
loudspeaker intercoms needs experienced 
sales manager to direct rapidly expand- 
ing business in apartment houses, hos- 
pital and commercial installations. Must 
have experience with architects, builders 
and contract requirements. Knowledge 
of automatic telephone exchange equip- 
ment necessary. Unusual opportunity 
and high salary based upon ability and 
experience. New York City area. Write 
to Box No. 4335, c/o TELEPHONY. 


NEW LAMP STRIPS 


Western 
Kellogg 
Kellogg 
Kellogg 


Electric 12B on 137B (20 per) 
+34 (10 per) 
#41 (20 per) 
#25 (20 per) 
Automatic Elec. 42431-F (20 


per) 


Automatic Elec. 42431-C (10 per) w/Busy Desig. 
Stromberg Carlson #121 on 89 Mtg. (10 per) 


NEW JACK STRIPS 


Kellogg +269 (10 per) | Make 


Kellogg #369 (20 per) 

Automatic Electric D-42428-EO (20 per) 

Stromberg Carlson +128 on 97 Mtg. (10 per) | Make 
Stromberg Carlson +127 on 89 Mtg. (10 per) 


50 
60 
50 


WRITE OR CALL FOR OUR LOW PRICES 


BUCKEYE TELEPHONE & SUPPLY CO. 


1250 KINNEAR ROAD HUdson 8-0655 COLUMBUS 21, OHIO 


POSITION WANTED 


EXPERIENCED MANAGER able 
to modernize any company under any 
circumstances. Desire permanent posi- 
tion but will work on contract until 
modernization is complete. Write Box 
No. 4328, c/o TELEPHONY. 





WANTED TO BUY 


WANTED ALL MAKES OLD 
TELEPHONES—our truck will pick 
up and pay you Cash on the spot. Tele- 
phone Co., Turtle Lake, Wis. 


TELEPHONES—all types—any con- 
dition, candlesticks, wall sets, etc. 
Write advising quantities available. 
Our trucks will pick up. Reply to Box 
No. 3952, c/o TELEPHONY. 


FOR SALE 


LEICH 901-wall or desk magneto tele- 
phones. Cleaned, tested and guaranteed, 
$16.50 each. As removed from service, 
no broken or missing parts, $15.00 each. 
Turtle Lake Tel. Co., Turtle Lake, Wis. 


DIAL TELEPHONES 302 WEST- 
ERN ELECTRIC — like new —as re- 
moved from service. $4.95 each while 
they last. Bonded Shippers, Callahan, 
Fla. Phone HIlliard 437. 


ONE 150 LINE NORTH EL ECTRIC 
CX 200 all Relay System, 130 lines 
equipped with 10 party code ringing, 
16 Links. One 100 line North Electric 
CX 200 all Relay System, 100 lines 
equipped with 10 party code ringing, 
10 Links. 400 used telephones, with 
dials, some AE#40 and some Strom- 
berg-Carlson #1243. All the above in 
excellent condition. Jones-Choctaw Tele- 
phone Co., Box 217, Choctaw, Okla. 





GOVERNMENT SURPLUS—3 port- 
able used combination common battery 
and magneto switchboards, with batter- 
ies and battery chargers. Tower dis- 
tribution panels with rubber covered 
hook-up wire. Also miscellaneous ac- 
cessories. Houston Truck & Equipment 
Co., 6716 Long Dr., Houston 17, Texas. 


ORDER FROM L. E. S. 
AND PAY LESS 


CABLE SPLICING TOOLS & SUPPLIES 
PROMPT DELIVERY FROM STOCK 
Send for Bargain Stock List No. CS. 


LINE EQUIPMENT SALES 
46 W. Harrison St., Chicago 5, Ill. 


TELEPHONE DIRECTORIES 
FROM SUTTLE— WILL SAVE 
YOU MONEY! A complete service 
—planning, ad sales, compiling, 
printing. Guaranteed to bring higher 
revenue at lower cost. Write or call 
for full details. Suttle Directory 
Company division of Suttle Equip- 
ment Corporation, Lawrenceville, 
Illinois. Lawrenceville 782. 


TELEPHONY 





FOR SALE 


TWO SUBSCRIBER CARRIERS 
COMPLETE—North Electric and Pan- 
handle. Like new. Half price. Write 
Tygart Valley Telephone Co., Mill 
Creek, West Virginia. 


STROMBERG-CARLSON JUNIOR 
MULTIPLE COMMON BATTERY 
SWITCHBOARD — MDF — Relays — 
Charger — 24 volt battery. Write for 
more information and price to: Farm- 
ers Independent Telephone Co., Grants- 
burg, Wis. 


ONE P.A.X. AUTOMATIC SWITCH- 
BOARD with capacity of 150. Approxi- 
mately 150 wall and desk phones. 
Switchboard needs cleaning. Phones are 
mostly in excellent condition, some pur- 
chased recently. Will sell for best rea- 
sonable bid. Riverside Hospital, Summit 
& Stickney Ave., Toledo 11, Ohio. 


THE EUREKA TELEPHONE CoO., 
INC., Corydon, Indiana has combined 
two exchange areas and will have avail- 
able early in 1960 two Kellogg Broad- 
span Relaymatic Switchboards for re- 
sale. Both boards were installed to 
REA specifications in November 1954, 
equipped as follows: 40 Lines equipped, 
100 wired, 100% Lockout, Conversation 
timed; 7 Links, 12 wired; 1 Toll, 2 
EAS Trunks; Batteries, sub-cycle, pole 
changer, charger, main frame. This 
equipment will be sacrificed to save 
storage. Call REdwood 8-2525, W. A. 
Parker, P. O. Box 177, Corydon, Ind. 
Also two DCRI-TA Electronic Secre- 
taries less than three months old, per- 
fect condition. The Eureka Telephone 
Co., Ine., Corydon, Ind. 


A RIVER TO CROSS? 


Submarine Cable — 25 pr #19 ga., double lem 


lead covered, double wire armor, jute 
ft per reel: price per reel $800. (18 ree 


FOR SALE 





NORTH ELECTRIC CX SWITCH- | 
BOARD EQUIPMENT: CX 100 Dial | 
Switchboard 80 lines, 10 links, synchro- | 


monic ringing; CX 90 Dial Switchboard 
90 lines, 10 links, synchromonic ring- 
ing; CX 60 Dial Switchboard 60 lines, 
6 links, synchromonic ringing; CX 30 
| line addition consisting of 30 lines 4 
| links. Write W. J. Gotstein, Forestville 
Telephone Co., 311 Fulton St., De Pere, 
Wis. for further information. 


Two North McBerty MCX 200 
(broadspan) switchboard, 
charger, main frame, powerboard, 
and decimonic ringing machine. 
Both equipped 200 line capacity. 
Now crated ready for shipment. 
One Kellogg Relaymatic switch- 
board, equipped 200 line, com- 
plete with charger, main frame, 
powerboard and decimonic ring- 
ing machine. 

Two Stromberg-Carlson switch- 
board, 100 line magneto, | posi- 
tion equipped with 2 dial trunks. 
Used only five years—in excel- 
lent condition. 

Make offer on any of above 
switchboards. 


lowa-illinois Telephone Co. 
General Office, New London, Ia. 


prey 800 | $200. per M ft. 


only) 


| TELKOR, INC. 


PUSH BUTTON 
BANANA PLUGS 
PHONE Tip PLUGS Sarat 


Rex Kheostal Com wany FREE 4 


for 





| Dependable and Economical Telephone Ringing 


Power Equipment. 
Engineered for compiete satisfaction. 


Manufactured by 
Elyria, Ohio 


Gi Handsets 

T 1 Transmitter Units 
U-1 Receiver Units _. 
4 conductor cord 


TALLEN CO.., Inc. 


159 Carlton Avenue 
Brooklyn 5, N. Y. 
TRiangle 5-8241 


QUADDED CABLE lead 
7 quad #19 ga. PILC (100,000 ft) 3-4 M ft. per reel, 


37 quad #19 ga. PILC 1050 ft, $650. per M ft. 


Direct Burial, lead cov., 10 pr. #22 ga. PILC, double 
steel tape armor, jute. 1800 f (one reel) $200. M ft. 
26 pr #19 ga. PILC, double steel tape armor, jute. 
(1400 ft only) $400. M ft. 


Plastic Burial Cable 6 pr #19 ga. (stranded) with 
| #16 ga. quad. shielded PVC ins. & jacket wire armor. 
(sample on request) 


7 quad #19 ga. Plastic Superior, 5300 ft, $250. per 
M ft. 


11 pr #19 ga. PILC 1400-1600 ft reels, 4000 ft total, 
$200. per M ft. 


26 pr #19 ga. Neoprene 1400 ft (not coded), $250. 
per M ft. 


10! pr #22 ga. Plastic 1300 ft, $750. per M ft. 
303 pr #22 ga. Ankoseal 775 P, 2000 ft, $2. per foot. 


Flexible Neoprene cables for elevator and other mo- 
bile use from 5 pair to 40 pair (also unpaired multi- 
conductor). 


Lead. 5! pr #19 ga. plus 4 Video pr. #16 ga. (copper 
shielded) poly eth. ins. (1300 ft only) $750. per M ft. 


Special Purpose cable available for immediate de- 
livery at special low prices. Interior & exterior types. 


Lead, plastic and braid Switchboard cable available 
at special prices. 


Twisted Drop Wire #104, Copperweld 40% Neoprene 
covered, $50. per M ft. 


Twisted Pair Drop #20, Copperweld 40%, $15. per 
M ft. 


Drop Wire, Neoprene (reinforced) #18 ga. Copper- 
weld. Slightly used A-! condition, in coils of approx. 
500 ft lengths, $10. per M ft. 


Satisfaction Guaranteed—we ship on 
approval—freight allowed on carloads 


Telectric Co. 


1218 VENICE BOULEVARD Telephone: Richmond 8-2249 


LOS ANGELES 6, CALIF. 
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Acme Electric Corporation 
Acme Visible Records, Inc 
Advanced Communications 
Engineering 
Airtronics International Corp 
Alphaduct Wire & Cable Co., The. . 
Altec Lansing Corp 
Aluminum Company of America. 
American Chain & Cable Co., Inc. 
Page Steel & Wire Div 
American Creosoting Corporation... 
American Electrical Heater Co..... 
American Steel & Wire Co 
American Telephone & 
os lala e's «oan 6's 22-23 
Anaconda Wire & Cable Co........ - 
Ansonia Wire & Cable Co., The.... — 
Arps Corporation — 
Atlantic Creosoting Co., The 
Auburn Machine Works, Inc — 
Automatic Electric Sales 
SN Sas 5G Getth's Aisa 4's 6 12-13, 36-37 
Avnet Electronics Corp 
Baker Wood Division 
Barber Advertising 
Specialties, Walt 
Ee f 
Bartlett Tree Experts............. 
Bell Telephone Laboratories, Inc... . 
Benner-Nawman, Inc. 
Bethlehem Steel Co................ 
Berry & Co., L 
Bishop Manufacturing Corp 
Bohnsack Equip. Co 
British Insulated Callenders’ 
Cables, Ltd. 
Brown Mfg. Co 
Buchart Associates ............... 
Budelman Electronics Corporation. . 
Buckeye Telephone & Supply Co.... 
Burgess-Manning Company 
Burroughs Corp. 
Butler Manufacturing Co.......... — 
B. Y. Dial Service 
C&D Batteries, Inc 
Cabaniss-Pogue Co. 
Cable Construction Co............. 
Cable Spinning Equipment Co...... 
Calculagraph Company 
Chance Co., A. B 
Charles Machine Works, Inc 
Cleveland Inst. of Electronics...... 
Clifton Appraisal Company 
Coil Winders, Inc 
ere 
Colorado Fuel & Iron Co., The 
Commercial Cord Company, Inc.... 
Communication Equipment & 
Engineering Co. 
Cook Electric Company 
Copperweld Steel Co — 
NS | ee rere 66 
Cushman Motor Works, Inc 
Dahl Co., Inc., George W 
Dakota Engineering, Inc 
Dampp-Chaser, Inc. 
Davis Construction Co............. 67 
Davis, Inc., Archie 
Dial Haven, Inc 
Diamond Expansion Bolt Co 
Donnelley & Sons, R. R 
Dow Chemical Company 
Duo-Safety Ladder Corp 


E, & C. Contracting Co 
E.T.A. Products Co. of America.... 
Electric Specialty Co.............. 


70 


to ADVERTISERS 


Everstick Anchor Co 
Exide Industrial Division— 

The Electric Storage Battery Co.. 
Fanner Manufacturing Co 
Fitchburg Engineering Corporation. 
Foley Construction Co., Robert E 
Gagne Enterprises, Inc 
General Cable Corporation 
General Insulated Wire Works.... 
General Machine Products Co., 
General Telephone Directory Co.... 
Gladwin Plastics, Inc — 
Goodrich Chemical Co., B. F., The. . 
Gould-National Batteries, Inc 
Graybar Electric Co 
Haley & Co., R. 

Hallamore Electronics Co 

Harris McBurney Company 
Henkels & McCoy 

Highway Trailer Company 
Hirsch Organization Inc., Gustav. 
Holan Corp. 

Hopfeld Exiocisial Mfg. Co 
Indiana Steel & Wire Co.......... 
Irwin Auger Bit Co 

Jet Line Gun Company 
Johns-Manville 

Kearney Co., Jas. J 

Kellogg Switchboard & 

Supply Co. 10-11, 44-45, 50, § 
Kennecott Wire & Cable Div 
Keystone Steel & Wire Co.......... 
Killoren Company 
Klein & Sons, Mathias............ 
Kleinschmidt 
Koiled Kords, Inc 
Koppers Co., Inc. 

Wood Preserving Div 
Leich Sales Corporation......... 30-31 
Lindsay Telephone Supply Co — 
Line Equipment Sales 68 
Lorain Products Corp., The 
Magnolia Chemical Company, Inc... 
McCabe-Powers Body Company.... 
McGrath Engineering, Inc 
Midwest Communications Service... 
Monsanto Chemical Co 
Morrison-Pelsue Co. 

Mullen Construction Co 

Murphy Engineering Laboratories. . 
Natco Corporation 

National Pole & Treating Div 
National Standard Co. 

National Telephone Supply 

| RE ee a ae Back Cover 
Neubauer Mfg. Co 
Neuses, Inc., P. 

North Electric Company 
Northeast Electronics Corporation. . 
Okonite Company, The 


WESTERN REPRESENTATIVE: 
McDonald-Thompson, 625 Mar- 
ket St., San Francisco, Cal.; 
3727 W. Sixth St., Los Angeles; 
620 Sherman St., Denver, Colo.; 
National Bldg., Seattle, Wash.; 
3217 Montrose Blvd., Heuston, 
Tex.; 2727 Oak Lawn Ave., 
Dallas 19, Tex.; 404 Times 
Bldg., Portland 4, Oregon. 


Onan & Sons, D. W 
Orangeburg Manufacturing Co., Inc. — 
Osmose Wood Preserving Co....... 
Outdoor Outfitters Inc 
Owens-Illinois 
Page & Hill, Inc 
Phelps Dodge Copper 
Products Corp. 
Phileco Corporation 
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Plastic Wire & Cable Corp 
Porter Inc., H. K 
Preformed Line Products Co 
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Railway Communications, Inc 
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Rawlplug Company, The 
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Utility Service Co., Inc 
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Pili : * PEt dite ataianian tice: 


LARK IS “HAPPY TALK” 
FOR A BIG 
TELEPHONE COMPANY 


> 21.2 miles per gallon of gasoline is only a part of the fine record for savings ail With 10,000 


miles now on each of their Larks, the Motor Vehicle Superintendent of this Telephone and Telegraph 


company reports: “Oil consumption is negligible. No repairs, no parts purchased as yet.” > Larks 
are in demand from his car pool—“Drivers like their ease of handling in traffic.” > While we 


cannot name this company, the actual testimonial is in our files at South Bend—with many others. 


TELL US MORE ABOUT LARK SAVINGS! 


BUDGET-WISE BUYERS Fleet Sales Division, Studebaker-Packard Corp. 


South Bend 27, Indiana 


Fa ( ) Send us informative literature only. 
LOVE THA PARK STUDEBAKER ( ) Have a Factory representative call me for an 
es appointment. 
Please print 


BT neers rere STEERS 
TITLE 
COMPANY. 


Proven by 750 million miles of owner use 


PO  nccccccereteeeeseneregeenenenmasnsmmienn 
T-12-12 
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Shortest way to Short-proof splices... 


Nicopress Splice Separators... 


ideal combination for full-strength, short-proof splices in parallel 
and twisted-pair wires...Nicopress Sleeves and Nicopress 
Splice Separators. 


Nicopress Splice Separators save time, save tape, eliminate 
need for staggering splices, provide neater splices, eliminate 
shorts. Linemen readily make full-strength equal-tension splices 
in both parallel and twisted-pair conductors with Nicopress 
Sleeves and Tools, then merely snap the high-dielectric Nico- 
press Separator between the two splices. Tape is easy to apply 
over the insulated splices. 


Nicopress Splice Separators are available in two sizes... 
3456-B for both parallel and twisted-pair drop wire, and 3457-CD 
for rural distribution wire. 


(The National Telephone Supply Company 


S100 SUPERIOR AVENUE © CLEVELAND 3, OHIO 


Conodian Mfr.—N, SLATER CO., LTD., HAMILTON, ONT., CANADA 
Export Distributor— INTERNATIONAL STANDARD ELECTRIC CORP., NEW YORK, N. Y. 
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